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UR Agents can sell policies on the annual 

premium plan, up to $3,000, to young men and 
young women as young as age 2—protective insurance 
and Educational and Business Start Endowment Insurance. Ls @ 
This extension of the age limit for Ordinary Insurance down to 
‘age 2 helps our Agents considerably. We issue Participating and 

' Non-Participating Policies. As regards adults, we write contracts 
with Double Indemnity provisions covering any kind of fatal accident, 
or with Double Indemnity provisions covering fatal travel accident 








only, as may be desired. We issue policies with waiver of Pre- 
mium and Disability Annuity or Instalment Payment features 
We insure males and females at the same rates. 


“THE OLD COLONY LIFE 
INSURANCE COMPANY 
of CHICAGO, ILL.” 
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“SOMETHING DIFFERENT” 


This Policy is Getting the Business. Over $9,000,000 Written in Ten Months. 


1921 
WHAT ARE YOUR PLANS? 


GENERAL AGENTS SEEKING NEW CONNECTIONS FOR 1921 SHOULD WRITE US. 
WE HAVE FINE TERRITORY OPEN. 


RESERVE LOAN LIFE 


Insurance Company, Indianapolis, Indiana 
Insurance in Force, Over $50,000,000.00 











THE NATIONAL UNDERWRITER, Life ran 
of publication, 176 W. Jackson Blvd., C year; ce 
9, 1920, at post office at Chicago, Ill, under Act of March 3, 1879 
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Keeping Up Production Agency Men’s Big Problem 


Main Question Is Whether It Is Best to Center Attention on ot sein Efficiency of 
Present Agency Force or Give More Time and Study to the Development of New Men 















ARTFORD, CONN., Feb. 8.—One | course. That is the only place 1t can | largely determine the course to be pur- | new men: “We are going to keep right 
of the things that demands the | come from. New men will fill! up the | sued by most general agencies and com- | on looking for new men and will take 
immediate attention of life in-| gaps and bring in business from a new | panies. It is seen that the development | on just as many of them as look prom 

surance agency men is the production | set of people. Only the agencies that | of a new force of recruits would involve | ising. We have to face the fact that a 
of future business. Those who are in- | bring in newcomers will continue to | 2, great deal of expense. In the first} number of our agents who have been 
clined to view the situation in the light | prosper. place it is no longer possible to get @/ producing a good volume of business 
of common sense recognize that_pro- new man to the self supporting stage | are going to fall by the wayside. There 



























duction cannot keep up as it has. There | — =o ote ony. _~4 ay oy | is no long = in| are many reasons for this. A great 

will be a decrease—just how much no — th ~ et — — - two ch Po Be | many men who are now doing very well 

one can accurately predict. Those who| “Now what is going to be the situa- | YE@TS M as not been so much OF a) in life insurance work have come into 
trick to break in a new man. With only 





the business during the past two or 
three years. They have sold life insur 
ance during a time when selling condi 
tions have been the most favorable in 
the history of the business. They have 
a conception of life insurance salesman 
ship that is not based on normal condi 
tions. When selling becomes more dif 
ficult, when easy business is gone en 
tirely, when large cases become much 
more rare, and when every case sold i 
the result of hard work, these men who 
have sold life insurance only during 
the last two or threé¢ years will become 
discouraged, throw up their hands and 
drop out. The old-timers will stay, be- 
cause they will know how to stay. Many 
of the newcomers will quit, because 
their experience has not given them a 
training that will enable them to go 
along producing under adverse condi- 


are at all in touch with conditions are | tion in regard to getting new men? 
willing to admit that there is going to | Good. Favorable. Why? Because there 
be a decline in new business and that | js a slowing up in other lines of busi- 
applications are going to be harder to| ness. There is less manufacturing, a 
get from now on, This does not mean | smaller demand for goods of all kinds 
that life insurance men are going to | and less need of men generally, even in- 
calmly sit back with folded hands and | cluding those in the higher positions. 
say that production will be smaller and | These men can be attracted to life in- 
there is nothing to be done about it.! surance work more easily now than 
There is a lot to be done about it, and| they could have been six or eight 
the live agency men of the country are | months ago. Today there are more 
considering and studying various plans | places and business where new life in- | Takes Longer Now to 
of action in an effort to decide just | surance timber can be cut, so to speak.| Develop New Man 
what course to pursue in order to over- | There is going to be a greater need of EE ee ae a 
come the obstacle that now presents | new men, but it is going to be easier] exict A general agent taking on a new 
itself. ; ; to get them, so that the one olfects the] man now must put him through a 
The whole thing gets right down to other. . | course of sprouts that demands much 
this: Will it be best to spend time “There are two reasons why there is! more time than has been necessary in 
and money in the future in inc easing a permanently better opportunity for the past several vears. It is no longer 
the efficiency and producing capacity | life insurance men now than there has senile for a green man to go out on 
of the present agency force, or will! heen. The first is the unequalled pros- | the street and write enough business 





a superficial knowledge of the business 
the new man was able to go out and 
write enough cases to pay his way al- 
most from the start. In this way new 
men have been brought into the busi- 
ness at a minimum expense. They have 
been able to stand on their own feet in 
a very short length of time. The train- 
ing process has been comparatively 
brief and inexpensive. 












































better results be obtained by allowing | perous condition of the country. There | the first week or two to pay his way. tions Phey _are not rooted and 
the men now on the job to take care} never was a time when the wealth of teipetees : qk tvs. Siew “} grounded in life insurance salesman- 
oF tenmeaaie ail give the eeet teas : sc tril * | New men will have to be financed much hi 

emseives a give € : America was so generally distributed as | more heavily than they have been. Con- | 5!- 


and study to putting on new men, ex- 
panding the territory and developing 


a fresh crop of producers? 


Jchn L. Way Favors 
Developing New Men 


John L. Way, vice-president of the 


now. Everybody has more than they 
used to have. There are more million- 
aires than we have ever had in this 
country. Small and modest fortunes are 


siderably more time will have to be | Men Come in Now 

spent in getting them on a self sustain- Under Different Conditions 
ing basis. It probably takes twice as 
es | long to get a new man to the desired 
much more numerous. The great con-| point of production now than it has 
centration of wealth has to a great ex-/ taken at any time in the past two or 
3 tent been rather broken up and there is | three years. Seen in this light, the em 
Travelers, is one of the great agency | a more general sharing of the wealth of Souseent af uew gam te aoine te be 
men of the country. He is at the head | the country. The country is econom- - ensive and time oe dads - “ & out. They will not be comparing selling 
of one of the most important agency | ically sound under a good position. Sec- i a aanerel agent desires a expand conditions now with those of a year or 
forces in operation. He understands | ond, there is a very much improved ap- in came way at tale time. open ee so ago, but will learn how to sell busi- 
the problem of the agent and the man | preciation and understanding of the | ou io oe pt ok — memantine phat ness under existing conditions. They 
in charge of agents. He keeps his hand | value and necessity of life insurance. I | anion ioe i pa |= ~ faced with the will not feel that their work is particu* 
on the insurance pulse of the country. | need not go into the reason for this, but ey that office vont for ae space ;, | larly hard or at least it will not be 
He has under his observation agents | that it exists no one familiar with the almost prohibitive, that the price of fur hard by comparison, and we will get 


“On the other hand, we will bring 
into the business during the next year 
or so new men, who have not known 
anything about selling business during 
prosperous times. We will start them 





griting varjous lines of business besides | situation will question niture and desks is at a level never be- | better results from them. They will be 
tivities give to Mr. Way a broad knowl- | New Attitude on Life — fore eh . in this eee, nee a are | hard work, that in order to get business 
edge of insurance conditions. | Insurance Planted Firmly meen Tees Canete Se ee Gone ee S| it is necessary for a life salesman to 
“ “ A ‘ general agency involves an expense that ‘ 
Mr. Way says regarding future pro-| “This new attitude toward life insur- | is hardly worth the effort. call on a lot of people every day and 
duction: |} ance is not going to disappear or un- | | they will not expect applications to fall 
“We cannot stress too strongly the | dergo an alteration. It is planted deeply | New Recruits Will into their laps without any effort on 
importance of bringing new men into | and firmly. Almost any man thinks of | Be of Better Caliber their part. Because of the fact that a 
« life insurance work. The continuance | life insurance now in a different way It is safe to sav that there will be no | number of our men are going to find 


cf our present rate of production is con-/| than he thought about it a few years | general expansion program on the part | selling conditions too difficult for them 
tingent on the extent to which com-| ago. There is no longer the same need | of general agents. New men will be | to endure, we will have to keep on hir- 
panics take on new agency material. | for an elaborate explanation of life in- | easier to get and those that are brought | ing new men to replace them and will 
fe have reached a new high level of | surance. This means that a new agent | jnto the life insurance business will be | have to look for a considerable part of 
froduction—now we must stay there | gets started more quickly than formerly | of better caliber than those who have | our new business from the new men, | 
We raust face the facts, which are that | and at less expense. It does not take | come into agency work in recent years. | for one do not feel that the taking on 
there is going to be a drag in life in- | him so long to get to the self-support- | More men able to produce $200,000 of | of new men is going to enlarge the 
surance production. I do not believe it | ing stage. It is true that the new man, | Jife insurance in the first year will get } agency force very greatly. I feel that 
will be serious enough to be called a} owing to the high cost of living, re-| into the work as new men this year. | it will be largely a question of replace 
slump. Business will come harder. but | quires more money to finance himself | Companies will have a better selection. } ment and that we will have to keep on 
it will come. Agents will simply have | with than formerly, but it is also a fact | There will be no such thing as putting | searching for new men in order to fill 
to use more pressure and work a little | that he can make more. There is a] on new men simply for the sake of put- | up the gaps created by the loss of the 
harder to get the same amount of busi- | bigger selling field and an easier one.” | ting them on. Companies will select | old ones. 
ness or an increase. The at maha of Matter of Expense May recruits more carefully and get a better | gee Much Work With 



















some of the big writers is going to dro : . renerally A . 

down ott A see of men a Largely Determine Course grade of men guacraty. Men Now in Field 

going to leave life insurance work,| There are of course strong arguments | Many of the Recent | It is recognized that a lot of work 

others will die. Where is the business | for centering attention on the develop- Entries Will Drop Out | will have to be done with the men now 

coming from to make up for this normal | ment of new men and many also on the A superintendent of agents of one of | in the field. They will have to be 
working methods 





and natural loss? From new agents of | other side. The matter of expense will | the eastern companies said, regarding | speeded up. Their 
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will have to be largely revised. There 
is no argument about the fact that the 
average life insurance man is not mak- 
ing enough calls today. The only way 
that a consistent production is possible 
is to regularly call on a number of new 
prospects every day. All life insurance 
men, irrespective of the amount of busi- 
ness they have written, have not worked 
as hard as they might have during the 
last two or three years. Hard work has 
not been anywhere near as necessary as 
it was in former days. The men in the 
field have relaxed either consciously or 
unconsciously. They have been making 
fewer calls and getting just as much 
business as before. The selling pro- 
gram of the great majority of the men 
carrying the rate book today must now 
undergo a revision. The men in the 
field must get back to hunting out new 
prospects, to meeting a certain number 
of new people every day and to putting 
more intensity into their work. Condi- 
tions today call for more working hours 
on the part of life insurance men. This 
is not hot air or bunk, or soft soap from 
the home office, but the plain truth, and 
any man selling life insurance to at- 
tempt to evade it is going to suffer a 
drop in production. 


More Stimulating of Agents; 

Less Entering New Territory 

General agents, in most cases, are go- 
ing to give most of their time to work 
with the present agency force. There is 
going to be more stimulating of men, 
more agency meetings, more educa- 
tional work and more time spent with 
men in closing cases. The thought that 
more work is necessary to close the 
same amount of business will be carried 
all through the work done by general 
agents and agency managers. 

So far as companies themselves are 
concerned, there will be little or no en- 
tering of new territory. The companies 
are face to face with heavy expenses 
that show no sign of going down. Most 
companies are going to be well satisfied 
if they can absorb this year’s writ- 
ings. There is little desire on the part 
of any company to explore or experi- 
ment at this time and hence expansion 
programs will not be carried on from 
the home offices. Territory now en- 
tered will be cultivated and worked, but 
there will be no reaching out into sec- 
tions in which companies are not now 
operating. 





Prudential Men at Minneapolis 


The Minnesota state agency of the 
ordinary department of the Prudential 
held its annual meeting at Minneapolis 
this week. John H, Birkett, assistant 
secretary of the company, attended the 
meeting. Local agents of the company 
from various parts of the state were in 
attendance. There were about 40 at the 
business sessions. 

M. Bruce Carpenter, manager of the 
Minneapolis office, says that last year 
was the banner year for this agency. 
Minnesota finished the year as No. 6 
among the ordinary agencies of the 
company, having paid for a good mar- 
gin over $3,000,000 of insurance in 1920. 

Jack W. Savian of the Minneapolis 
agency, a new man in the insurance 
business, finished the year at the head 
of the ordinary special agents of the 
company in the United States and Can- 
ada, with paid for business well above 
the million mark. 

The sessions opened with a luncheon 
at noon, followed by a business session 
in the afternoon. At the 6 o’clock din- 
ner and the theatre party in the even- 
ing, the delegates were joined by the 
ladies. 


No Decision on Mountain States 


No decision was rendered by Com- 
missioner Wilson of Colorado in the 
Mountain States Life case. The hearing 
lasted all day. Superintendent Travis 
of Kansas testified for the company re- 
garding its plans. Briefs are to be filed 
by both sides for Commissioner Wil- 
son to consider. 





CHANGING THE BENEFICIARY 





U. S. Court of Appeals at Richmond 
Holds Policy Provisions Must Be 
Strictly Construed 





An interesting decision on the ques- 
tion of change of beneficiary in a life 
insurance policy has just been handed 
down by the United States circuit court 
of appeals in a case involving a $5,000 
policy carried by R. H. Durboraw of 
Iowa City, Ia., in the New England 
Mutual Life. The policy originally 
named his sister as beneficiary. After 
his marriage he signified his intention 
of having his wife made beneficiary and 
secured the necessary papers from the 
company, but died months later, having 
failed to return them in proper form. 
The court decided for the sister and 
held that there must be a strictly legal 
interpretation of the contract. In its 
opinion was the following language: 

“The power to change the beneficiary 
is a power of appointment, and the 
terms of its exercise are fixed by the 
contract between the insurer and the 
insured, not alone for the protection of 
the insurer, but the insured as well. 
The court has no power to change that 
contract by changing the conditions un- 
der which the exercise of the power of 
appointment is limited. The utmost ex- 
tent to which the courts have ever 
gone is to effectuate the intention of 
the insured when he has done all that 
he could do to comply with the condi- 
tion and has been prevented by circum- 
stances beyond his control from meet- 
ing the requirements. If the policy has 
been lost, if it is in possession of an- 
other who refuses to surrender it or is 
otherwise inaccessible, if it has been 
sent to the home office of the insurer 
with the requisite request and the in- 
sured dies before the endorsement is 
made, if the insurer has waived the 
conditions, the change will be consid- 
ered made without actual return of the 
policy or endorsement of the change.” 

In giving notice of his desire to make 
the change, Durboraw said: “I put this 
in this way so that if I should go before 
the change is recorded, this letter will 
be evidence of my desire in the matter.” 


Plans of Safety First Life 


The name of the Safety First Health 
& Accident of Oklahoma City, Okla., 
which has been in operation there for 
several years, has been changed to the 
Safety First Life. The company will 
continue to write health and accident 
business, as is permitted under the 
Oklahoma law, and will write all forms 
of old-line life insurance. 

A. L. Welch, who resigned last week 
as state insurance commissioner, is 
president of the company. Other offi- 


cers are: R. A. Lower, vice-president; 
I. A. Lower, secretary-treasurer, and 
Dr. J. M. Alford, medical director. 


These four officers constitute the board 
of directors. 

The company was licensed late in 
January to do a life insurance business 
in Oklahoma. It also is licensed in 
Arkansas. The capital of the company 
is $100,000 and its surplus is $30,000. 


Kansas City Companies’ Plan 


The Kansas City Life Underwriters 
Association decided that it was imprac- 
tical to hold a sales congress Feb. 14. 
That was the day set by President Or- 
ville Thorp of the National association 
and C. W. Scovel, associate general 
agent of the Northwestern Mutual of 
Pittsburgh, to be in Kansas City. The 
officers of the Kansas City companies, 
the Kansas City Life, Midland Life, 
Continental Life and Business Men’s 
Assurance decided therefore to tender 
a dinner that evening in honor of 
Messrs. Thorp and Scovel. In addition 
to the officers and directors of the four 
local companies, there will be a number 
of bankers and financiers present. 
There will be a select party of about 
110 people. 





KANSAS COMPANY IN COURT 





Bankers Life of Olathe, Kan., Goes 
Into Hands of Receiver to Pro- 
tect Policyholders 





The Bankers Life of Olathe, Kan., 
passed into the hands of a receiver last 
week as a result of bankruptcy proceed- 
ings against J. L. Pettyjohn & Co. of 
Olathe, a big farm loan firm. Harvey 
H. Motter, secretary and general man- 
ager of the company, was named as re- 
ceiver. 

C. F. Pettyjohn, head of the Petty- 
john interests since the death of his 
father, is president of the insurance 
company. The receivership is to con- 
serve the property of the Bankers com- 
pany, protect policyholders and prevent 
the company from becoming involved 
in the financial difficulties of the Petty- 
john company until the Bankers Life 
can be reorganized or sold. 

The receivership proceedings were 
brought by Henry F. Woestemeyer of 
White Church, a policyholder, who 
stated that he feared the failure of the 
Pettyjohn interests would result in 
losses to the 1,150 policyholders. Mr. 
Motter, who attended the proceedings, 
told the court that the company had 
$2,750,000 in insurance in force and that 
the financial troubles of the Pettyjohn 
firm might result in loss to those inter- 
ested in the company if not conserved 
by the court. 

“The company is in good condition,” 
Mr. Motter said, “but the troubles of its 
president might result in many policy- 
holders becoming frightened. We are 
taking this step solely for their protec- 
tion.” 

The court directed that no more in- 
surance be written and that steps be 
immediately taken to reorganize the 
company or to sell it to some other 
company. Mr. Motter gave a surety 
bond of $20,000 and at once assumed 
charge of the company affairs. 

The company was organized in June, 
1917, and began writing business that 
same month. President Pettyjohn as- 
sisted in the organization. It is set out 
in the petition for receiver that the 
company is entitled to issue $100,000 in 
certificates, to be paid throughout a 
period of twenty years from the earn- 
ings of the company. Of that amount 
$92,000 has been issued, it is stated in 
the petition. In addition to the $92,000 
in outstanding certificates, the company 
has $6.500 in debts which cannot be 
paid, Woestemeyer alleges. The finan- 
cial condition, the petition declares, 
places the company in such a position 
that its charter could be revoked at any 
time by the superintendent of insur- 
ance. 


Federal Life’s Meeting 


At the annual meeting of the Federal 
Life of Chicago Isaac Miller Hamilton 
was elected president for the twenty- 
second time. L. D. Cavanaugh, the 
actuary, was elected a member of the 
board of directors and the executive 
committee. Dr. F. L. B. Jenney, med- 
ical director since the company’s organ- 
ization 27 years ago, was elected as a 
member of the board. Albert H. Lamb, 
who came to the company while wear- 
ing knickerbockers as its office boy, 
and who for some years has been its 
cashier, was promoted to be assistant 
treasurer. George Barmore, who be- 
came assistant superintendent of agents, 
Nov. 1, 1920, after resigning as agency 
manager of the Farmers National Life, 
was promoted to be superintendent of 
agents. 

The Federal closed another very suc- 
cessful year, its life insurance in force 
on the paid for basis having increased 
over $10,000,000 during the year to over 
$46,427,000; its accident and health pre- 
mium income increased nearly $200,000 
to over $650,000; its admitted assets in- 
creased to over $5,179,000, and its net 
surplus more than doubled. 





CHICAGO PROGRAM OUT 


PLANS OF MIDWEST CONGRESS 
Strong Speakers Listed for Meeting to 
Be Held Under Auspices of Chi- 
cago Association, Feb. 21 





U. C. Upjohn, president of the Chi- 
cago Association of Life Underwriters, 
has completed the program for the sec- 
ond annual Midwest Sales Congress, 
to be held in Chicago under the auspices 
of the Chicago Association, Feb. 21. 
Mr. Upjohn will preside as chairman 
ot the convention. He has arranged 
a strong program which includes speak- 
ers from all parts of the country. In 
addition to the all-day business session, 
there will be a banquet in the evening, 
with Jules Girardin of the Phoenix 
Mutual and last year’s president of 
the Chicago Association presiding as 
toastmaster. It is planned to have a 
local man, some one not connected 
with the life insurance business, as the 
paenenet at o banquet, and in addi- 
ion there will probably be talks b 
ae Be Rosenblatt, Chicago general aon 
of the State Life of Indiana, and Alfred 
MacArthur, home office general agent 
of the National Life, U. S. A. The 
complete program follows: 


MORNING SESSION 


9:45—Address of welcome, Robert D. 
Lay, Chicago, IIL, vice-president, Na- 
tional Life Ins, Co., U. S. A. 
a ee plans, Orville Thorp 
allas, Texas, president, Nati 
cate han onal Assn. 
10:30—The house of protection, Griffin M 
Lovelace, Pittsburgh, Pa., director 
School of Life Insurance Salesmanship 
Carnegie Institute of Technology. , 
11:30—Creative soliciting, Charles W. 
Scovel, Pittsburgh, Pa., past president, 
National Association Life Underwrit- 
ers, 
AFTERNOON SESSION 


2:00—Insurance to cover 
taxes, Orville Thorp. 
2:45—Selection, Franklin C. Wells, M 
D., New York, medical director, Equit- 
able Life Insurance Society of U. S. 
3:30—Business insurance, A. H. Kollen- 
berg, Grand Rapids, representative, 
Mutual Benefit Life Insurance Co. 
— selling process, Barney Pear- 
on. 
4:45—Inspirational talk, J. B. Thorsen. 
Chicago, Il. 


inheritance 





Mutual Benefit’s Figures 


The Mutual Benefit Life in its state- 
ment shows $1,318,885,465 insurance in 
force Dec. 31, an increase during the 
year of $176,038,368. The amount issued 
and revived in 1920 was $244,754,102. 
The expenses incurred in obtaining the 
new insurance amounted to only 80.8 
percent and the total insurance ex- 
penses to only 65.3 percent of the 
amount allowed by the New York law 
The premium income last year was 
$44,037,474 and the amount paid to 
policyholders $26,416,483. The total 
assets are $280,070,449 and the surplus 
$24,882,439. The net rate of interest 
earned on invested assets (book values) 
was 4.78 percent. 





National Life’s Figures 


_ An error was made in a recent issue 
in stating that the assets of the Na- 
tional Life of Vermont were figured on 
the amortized basis. The National Life 
values its assets according to market 
values. Its general surplus is $2,085,871. 
This surplus would be $4,480,189 if the 
securities were valued on the amortized 
basis as used in Massachusetts, New 
York and many other states. Its United 
States, state and municipal bonds 2t 
market value at Dec. 31 were $25,526,- 
745, the par value being $27,779,558. 





Robert Lee Stephenson, genera! age" 
of the Union Central Life in San Fran- 
cisco, has returned from a tour of the 
east after having attended the annual 
Cqpterence of his company at its home 
office. 
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IMPORTANT PRINCIPLE 
IN OLD COLONY CASE 


Seventy-nine Life Companies In- 
tervene in the Incontestable 
Suit 


BRIEF HAS BEEN FILED 


If Decision Is Upheld Companies Will 
Be at the Mercy of Doubtful 
Claimants 


Life insurance companies are inter- 
ested in the case of Gordon Ramsay, 
administrator of the estate of Adam 
Klevecka, deceased, versus Old Colony 
Life, which has been appealed to the 
supreme court of Illinois, as was mani- 
fest last week when Horace K. Tenney, 
a prominent Chicago lawyer, filed a 
brief, supplemented by a petition signed 
by 79 legal reserve companies, request- 
ing an oral argument as “amicus curiae” 
when the case is heard. 

The case involves the construction 
of the incontestable clause in the life 
insurance contract and also the in- 
terpretation of the statute which has 
been enacted in Illinois and 22 other 
states and also in the Hawaiian Islands 
and Canada, providing in similar word- 
ing that the policy “shall be incontest- 
able after two years from its date, ex- 
cept for non-payment of premiums, and 
except for violations of the conditions 
of the policy relating to the naval or 
military service in time of war.” 


Point of Difference 


In this case the policy contract 
differed from the statute only in that it 
voluntarily reduced the °contestable 


period to one year. The insured died 
within the year. The policy was pay- 
able to the estate. No administrator 
was appointed until more than a year 
atter the death of the assured. The 
lower court sustained a demurrer to the 
company’s plea, upon the ground that 
the policy, while contestable at the death 
of the insured, became incontestable 
after his death upon the expiration of 
one year from the issuance of the policy. 
The decision of the lower court was 
affirmed by the appellate court, but it 
granted an appeal to the supreme court 
because of the importance of the ques- 
ton involved. Both the lower court 
and the appellate court based their de- 
cisions on the decision in the case of 
Monahan vs. Metropolitan Life. 


Moved to Intervene 


The first movement to intervene in 
the case was made by the Illinois com- 
panies following the granting of an 
appeal to the supreme court. A com- 
mittee was appointed consisting of 
Henry W. Price, Illinois Life, as chair- 
man; C. A. Atkinson, Federal Life, and 
E. A. Olson, Mutual Trust Life. This 
committee sent out letters to all of the 
legal reserve companies, requesting 
that they grant Mr. Tenney the permis- 
‘ion to appear as their attorney in the 
case. Seventy-nine of about 100 com- 
panies doing business in the state re- 
‘sponded. Nine of the Illinois companies 
agreed to meet the expenses involved. 


History of the Case 


le \ brief history of the case is as fol- 
Ute _ On Sept. 7, 1916, the Old Colony 
life, wr a policy for $2,000 on the 
the Me Adam Klevecka, incorporating 
period en a eanility clause limiting the 
< hg J of contestability to one year 
ate ps date of the policy. This con- 
~ ed with the Illinois statute with the 

€ exception that the term was re- 
a to one year instead of two. The 
sured died on April 13, 1917, about 





If the rule of construction 
adopted in the Monahan case is 
to be applied to statutory incon- 
testable clauses, the practical re- 
sult will be that claimants having 
doubtful claims will hereafter al- 
ways refrain from commencing 
their action on a policy until the 
termination of the incontestable 
period. Thus, the companies will 
be forced to pay claims on policies 
obtained by the grossest fraud, 
where the assured dies a short 
time after the fraud was com- 
mitted as a direct result of dis- 
eases fraudulently concealed. In 
other words, it will mean that all 
policies will be contestable from 
date. 











sued, of delirium tremens, due to ex- 
cessive consumption of wines, spirits 
and malt liquors. If it is to be assumed 
that the period of contestability con- 
tinues to run after the death of the in- 
sured, the one-year period named in the 
policy expired on Sept. 7, 1918. 
Appointment of Administrator 


On July 1, 1918, over a year after the 
death of the insured and more than 
nine months after the expiration of the 
contestible period under the above as- 
sumption, the administrator was ap- 
pointed. Suit was commenced in the 
circuit court on Nov. 7, 1918, more than 
a year and one-half after the death of 
the insured and a year and two months 
after the expiration of the contestible 


period. pak : 
The company, in its defense, pleaded 
that the policy had been obtained 


through fraud because of false and un- 
true representations made by the in- 
sured in his application, which was a 
part of the contract. It was alleged that 
the insured answered falsely to ques- 


tions concerning the consumption of 
liquor, etc., and certain diseases oc- 
curring prior to the issuance of the 


policy. The counsel for the insured did 
not attempt to disprove these charges, 
but entered a demurrer to the plea on 
the grounds that the suit was not 
brought within the period of contest- 
ability. The demurrer was sustained by 
the court, and the case was appealed to 
the circuit and finally to the supreme 
court. 
Rested on Monahan Case 

The courts in their decisions sus- 
tained the argument of the counsel for 
the insured that the company could not 
file suit charging fraud because the one- 
year contestable period had expired, 
basing their opinion on the decision in 
the Monahan case, which stated that, 
“In case of a breach of warranty under 
this particular clause, the insurer must 
assert his claim within the two-year 
period, whether the insured survives 
that period or not, either by affirmative 
action or by defense to a suit brought 
on the policy by the beneficiary within 
two years.” 

Contention of Company 


The counsel for the company de- 
clared that the policy was contestible 
after the expiration of the contestible 
period if the insured had died during 
that period on the decision in the case 
of Dickinson vs. Northwestern Mutual 
Life, in which it was stated that “the 
rights of the parties are fixed at the 
time a cause of action accrues and are 
not changed thereafter by action of one 
of the parties over which the party has 
no possible control,” and “at the time of 
his (insured’s) death the right of the 
parties were fixed.” 

It is obvious that under the interpre- 
tation given the clause and the statute 
by the courts the companies are plainly 
at the mercy of the claimants. There 
are two ways in which a policy may be 
contested. One is by defense in an ac- 
tion at law brought by the claimant 
under the policy. The other is by a bill 
of chancery brought by the company 
for the cancellation of the policy. It is 
easily seen that so far as making a de- 





‘even months after the policy was is- 


(CONTINUED ON PAGE 20) 
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| Increased Paiuad i 


Life Insurance Seen | 


An increased demand for life insur- 
ance protection since November is re- 
ported by the Reserve Loan Life of In- 
dianapolis. The company reports that 
this increase amounts to 18 percent for 
December and January as compared 
with the demand in December, 1919, 
and January, 1920. While the total in- —— 
surance applied for in the past two | > c 
months does not equal the maximum VALUABLE SALES TALKS 
demand in the middle months of 1920, | 
the company and its general agents, in | 
26 states, believe that the showing for 


1921 will be even better than that of by Which They Wrote Bi 
1920. This confidence is based on the of . 


company’s experience throughout 23 | Business Last Year 
years, which covers several periods of | — 
general financial stringency. ; ; 
The increase in the number of policy- | Agents of the Continental Assurance 
holders over the country during the | of Chicago at fifth 
past four years, during which more | vention had a rousing meeting. 
legal reserve insurance was sold than in | pF 
the ten years preceding, is a factor of ; 


HOLD ANNUAL MEETING 


| Chicago Company Holds Enthus- 
iastic Convention at Its 
Home Office 


Successful Producers Tell of Methods 


annual con- 
Glenn 
Claypool, vice-president, had charge 
of the program. H. A, 


their 


Behrens, vice- 


potent influence. The grand total of 
life insurance in force, not counting | President, addressed the opening ses- 
fraternal and industrial policies, but | sion, giving a most interesting review 


only legal reserve insurance, is approxi- 
mately $36,000,000,000, distributed 
among 18,000,000 policyholders. The 
value of such an example of thrift can 
not be discounted by the uninsured and 
the under insured man who is solicited 


of business conditions. He prefaced his 
remarks with a brief tribute to what he 
remarked as “a new event in the com- 
pany’s history,” the presence of the first 
| woman agent to qualify for the conven- 


today. tion. He introduced Miss Helen V. 
| Barnhart of Washington, D.C. He de- 
Plans for Milwaukee Congress | clared that the company had made a 


| +. : Page ‘ 
larger increase in its business in 1920 
than the size of the company in all its 
aspects six years ago. 


The final program for the Milwau- 
kee life insurance sales congress, to be | 
held Feb. 19, is now ready for the 
printer and copies will be mailed to life 
underwriters throughout the state early | 
next week. 

The program contains a poem writ- | 


Predicts Period of Expansion 


‘Business is passing through a proc- 
ess of readjustment,” Mr. Behrens de- 
clared, “but there will be no prolonged 


en by Manfo ’, MeMilla 2si- f : 

ten by Manford W. McMillan, presi- | period of business depression. Rumors 
dent of the Milwaukee Association of | that life insurance has re -hed the li 
Life Underwriters, called “Third No-| o¢ its expan ; oe Ww smate 
tice—Reserve That Day.” This _ in- a oe See . 


now on the threshold of the greatest 
period of expansion the business has 
ever known, 

“The universal idea of a depression is 
largely in the minds of the bankers, 
but the banker lacks vision and if life 
insurance men are to follow the train 
of thoughts of the banker they had bet- 
ter get out of the business. What we 
| need to do is work to the largest per- 
centage of efficiency. The gospel of 
| optimism and cheerfulness must be car- 
ried out into the world. The world 


cludes the names of all speakers and 
their subjects, and points out the big 
values in selling methods for all who 
attend the congress. 

The congress begins at 1 p. m. in the | 
eighth floor auditorium of the North- 
western Mutual Life building. At 6:30 | 
an informal stag banquet will be held | 
and the work continued. Reservations 
for the dinner must be in before Feb. 15. 

In addition to the program, the an- 
nouncement contains the following 


statement of “Individual Loss and , , 
Gain” to those who attend the con-| ' eeds more smiles, and I believe that if 
gress and banquet, as prepared by | ©YSTY Man went out with an optimistic 
e 4 » — we viewpol f Tics i , 
President McMillan and Secretary E. R. point | Ameri J ,would own the 
Gettings: world in three years. 
a aes 0 Che subjec - “s ” wae 
If you attend the sales congress, tna — Ww oH es . a we — 
says the announcement, “the value to : ; : voberts, treasurer, 


who explained the company’s method 


you is estimated at $100. The cost of 
oft investing its money. 


admission is $1, and the net profit $99. 
If you attend the banquet you receive 
new selling points, plus eats, plus fun 
worth at least $100, and the cost of 
admission is $2, a net gain of $98. Total 
gain for the day, $197. The Co-Operative 
Underwriting Valuation Committee.” 


Hogle Wins Loving Cup 


Manton Maverick, secretary, pre- 
sided at the luncheon Thursday noon, 
and introduced President H. G. B 
Alexander. Mr. Alexander extended 
the greetings of the home office to the 
men, and complimented them on their 
work during the last year. He called 
attention to the fact that the company 
has only one stockholder, which is the 


Montana Life’s Plans 


R. C. Swain, agency supervisor of the 
Montana Life of Helena, has now lo- 


cated permanently at San Francisco, | Continental Casualty, and that the 
from which point he will develop the | combined assets of these two com 
company’s business in northern Califor- | Pames are now over $9,000,000 

nia. His Mr. Alexander named W. H. Hogle 


plans include the establish- 
ment of agencies at Fresno, Stockton, 
Sacramento, San Luis Obispo, San Jose 


of the Continental Interstate Agency at 
Jroquois, Ill, as winner of the silver 


and Santa Rosa In the spring the loving cup, offered to the leading pro 
company plans to expand its agency ducer, to be held for a period oft one 
plant into southern California and | yea! ¥ pers paid for more than 
Utah 7600,000 of personal business during 
ecinetningumiaiens 1920. The cup was presented to him by 
: C. S. Fink of Cleveland, who held it 
Fraternals to Insure Children last year. 
Fraternals operating in South Dakota Noneancellable and Life 

will be permitted to issue life insurance 

on children between 2 and 18 years old Mr. Maverick discussed the non- 





} 
| 
i 


July 1 if cancellable income, accident and health 
policy. He made a plea that life and 
health and accident insurance should be 
sold together, declaring that the man 


after 
houses of 
governor's 
its benefits 


the bill passed by both 
the legislature receives the 
approval The measure lim- 
payable on a graduated 


scale, rangine from $34 for children 2 z “ yi “a 
years old, to $600 for those 18 years of | Who insured only his life was like the 
age man who would want a fire insurance 
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THE RIGHTS OF 
THEINDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. 
R are personal. 


make up the 


nations sometimes clash. 


Pleasure and pain 

The combined rights of individuals 
rights of nations, and the “rights” of 
It was for the protection 


of these individual rights that Americans entered the war; 
it was to defend these rights that we raised vast armies, 
disciplined and equipped them, and sent them overseas to 


fight. 


It was for individual rights that our men fought so 


heroically. Their victory is a victory for individual rights. 

Laws and Courts and treaties and baliffs and armies 
are properly the safeguards of individual and national rights. 
The first law of mankind was club-law,—the law of the 


strongest—the law of the jungle. 


The ultimate law,—the 


law toward which Democracies are struggling—will be the 
law which gives every individual his rights, harmonizing 
them with other men’s rights. 

In a Democracy men are assumed to have been born with 
certain inalienable rights which are protected and restrained 
by laws which men themselves more or less directly make 


and execute. 


Laws are not rights; they should define rights and be 


their safeguard. 


Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. 


The wife, who 


is the home-maker, and who, while 


making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have a 
right to be well brought up and well educated. These rights 
should be safeguarded as against the death or total dis- 


ability of the husband and father. 


In most cases there is 


no safeguard except Life Insurance. 
The rights of the individuals,—husband, wife and chil- 


dren,—are written in 


the policy, and are further safeguarded 


by the accumulations of the insuring company and by the 


laws under which it operates. 


You can’t live real democracy 


without insuring your life. 
The New York Life Insurance Company issues a Policy 


insuring against the 
hind each 


risk of death or total disability. Be- 


olicy is seventy-four years of experience, abundant 


resources, and the supervision of laws that define and main- 
tain the rights of individuals. 


NEW YORK LIFE INSURANCE CoO. 


346 


Broadway, N. Y. 


DARWIN P. KINGSLEY, President 


























policy which insured only against total 
destruction. 

At the afternoon session the subject 
of the noncancellable policy was con- 
tinued in an address by Dr. E. J. Merki, 
head of the noncancellable department. 
He declared that it covers a void in the 
underwriting of life insurance. A man’s 
most valuable asset is his income, he 
said, and the arrest of that income is 
bound to embarrass him sooner or later. 


Claims and Policies 


L. E. Brown, manager of the claim 
department, spoke on “Claim Service” 
and gave many valuable suggestions 
on the speeding up of claim settlements. 
“Continental Policies” were discussed 
by E. G. Timme, actuary, who explained 
the company’s coupon policy and urged 
that the disability and double indemnity 
features be included in every life policy. 
He also analyzed a new form of appli- 
cation and a new rate book for these 
features. Mr. Timme touched on the 
subject of service, and said that many 
delays are caused by incomplete infor- 
mation on inspection reports and medi- 
cal blanks. 

Finding the Prospects 


At the Friday morning session B. F. 
McClelland, general agent at Chicago, 
talked on “Finding the Prospects.” He 
said that prospects were easy to find be- 
cause any man and most women who 
can show a clean bill of health and have 
the financial ability to meet the pre- 
mium obligations can be developed into 
prospects. They are develop*d or lost 
as prospects during the first few minutes 
of the interview. He warned against the 
man who pretends to be a prospect for 
insurance, but who is only pretending to 
be interested and wastes the agent’s 
time. 

Miss Barnhart gave a most interesting 
talk on selling to women. She made a 
plea that general agents take women 
agents into their agency, as women can 
reach a large field that m-u are unable 
to cultivate. “Women favor women in 
business,” she said, “especially if they 
are in the successful class. This is 
partly due to instinct but also to the 
desire to be mutually helpful toward 
each other.” 


Cold Canvass and Blotters 


“Cold Canvass and the Use of Blotters” 
were discussed by Edward L. Grant of 
Chicago. He explained the value of 
blotters as an advertising medium and 
as a means of creating acquaintance. He 
said that through the distribution of 
blotters as many as 200 people can be 
seen every day, and that two or three 
prospects are sure to develop out of 
these. Mr. Grant declared that life in- 
surance men do not work full time, and 
that by the use of blotters it is possible 
to concentrate efforts. 

M. L. Killian, general agent at Can- 
ton, O., gave some valuable suggestions 
on approach. He said that a prospect 
should never be permitted to see the 
rate book. When an interview is 
granted, the proposition should be writ- 
ten out on paper as it is explained, and 
presented to the prospect at the close of 
the sales talk. 


Overcoming Objections 


c. C. Phillips of Cleveland spoke on 
“Overcoming Objections.” Sentiment 
should be brought into play in overcom- 
ing objections, he said. The prospect’s 
love of family should be appealed to. If 
an objection is to be overcome the agent 
must strike at the roots of it. He must 
eliminate argument and agitation, and 
sustitute confidence and sincerity. Mr. 
Phillips was followed by H. B. Francis, 
general agent at Iroquois, Ill., who read 
a paper on “Selling the Farmer and 
Selling Suggestions.” 

In the afternoon Fred W. Smith, gen- 
eral agent at Toledo, gave an analysis 
of “The Sale.” Mr, Smith said that the 
three things entering into every sale are 
approach, sales talk and close. Too 
many life agents emphasize the close 
rather than the approach, he said. An 
agent who can develop a good approach 
is bound to be a winner. Mr. Smith said 
that approach can be made much easier 
by developing an acquaintance and by 
advertising. 


Plea for Greater Activity 


E. G. Adams, general agent at Wash- 
ington, D. C., in expounding the subject 
of “A Definite Working Plan,” made a 





ness in the world with more slackers 
in it,” he said. “During the past few 
years we have had things easy and 
many of us have grown soft. Life in- 
surance men who work only a part of the 
time are not doing their duty to their 
fellow-men. A man can do his fellow- 
men more good digging ditches eight 
hours a day than he can selling life in- 
surance one hour a day.” 

Harry Newman Tolles, vice-president 
of the Sheldon schools, discussed the 
psychology of salesmanship in his talk 
on “Fundamentals of Successful Selling.” 
Mr. Tolles said that the best place to 
get new prospects is from the satisfied 
customer, and that the best way to ad- 
vertise is on the tongue of satisfied pat- 
rons. Salesmanship, he declared, is a 
universal principle. Take the salesman- 
ship out of any profession or business 
and it fails, and if salesmanship is sub- 
tracted from the life of an individual 
the person becomes a dead one. A sales- 
man, he declared, is as apt to say too 
much in his sales talk as to say too 
little. In closing there is always the 
danger of talking the prospect out of 
buying after he has been sold. 


WOULD REPEAL TEXAS LAW 





Bill Introduced to Permit the Big 





Life Companies to Come 
into the State 
AUSTIN, TEX., Feb. 8 —Bill to 


repeal the entire Robertson compulsory 
investment law, which was enacted by 
the Texas legislature in 1907, was in- 
troduced today in the Texas house by 
Kepresentative W. M. Morgan of 
San Antonio. When the Robertson law 
became effective, 21 large life com- 
panies withdrew from Texas and only 
two of them have returned. The 
Morgan bill, although brief, seeks to 
do very much. It sets out the articles 
of the statutes which it proposes to 
repeal and then has an emergency 
clause giving reasons why it should 
pass without delay. This emergency 
clause is based on the fact that there 
is a great shortage of money in Texas 
and that it would be for the best in- 
terest of the citizenship at large for 
great insurance companies to be per- 
mitted to bring their money into Texas 
and relieve the financial burden now 
existing. 

Propositions to repeal the Robertson 
law have been made in former legisla- 
tures, and defeated. Four years ago, 
the legislature submitted the question 
of repeal to the people in one Demo- 
cratic primary. It was defeated by 
a majority over 80,000. It is probable 
that some compromise proposition will 
be suggested if Mr. Morgan’s bill re- 
ceives favorable committee considera- 
tion, such as tax payment being re- 
quired. While there are no records to 
show amount due the state for the 
years the companies have been out of 
the state, it is believed in the insurance 
department that amount is not less 
than $2,000,000. 


Would Exempt Insurance Proceeds 


Representative Hauge of Des Moines 
is sponsoring a bill in the Iowa legis- 
lature which provides that all life insur- 
ance and benefits or indemnities under 
any health or accident policies shall be 
exempt from all claims of creditors. 
The exemption clause is based upon the 
provision that there is no existing 
agreement or assignment to the con- 
trary. The amount exempted shall not 
exceed $5,000. The bill also provides 
that the proceeds from insurance poli- 
cies shall be free from attachment or 
garnishment. 


Akron Agency’s Big Showing 


The Herberich-Hall-Harter Co., rep- 
resenting the Travelers at Akron, 0. 
turned its force toward the production 
of life insurance by starting a special 
campaign on Jan. 5. Fourteen days 
later it had written more than $1,200,000 
of new life insurance—an wunprece- 
dented record, made during the worst 


plea for greater activity on the part of | business depression the city has ever 


life insurance men. “There isn’t a busi- 


known. 
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EXECUTIVES HOPEFUL 


LIFE OFFICIALS OPTIMISTIC 





Look for Good Business This Year 
but Say Agents Must Work 
Harder Than Before 


Home office officials who are ad- 
dressing agency conventions these days 
are taking a most optimistic outlook of 
conditions to be encountered this year. 
They do not look for any great depres- 
sion in the life insurance business, and 
on the contrary they argue that it will 
be just as good a year as 1920. All of 
them agree that the agent who is to 
maintain his production record of last 
year must work harder and show bet- 
ter salesmanship. 

Loomis Is Optimistic 
One of the features of the recent IIli- 


nois agency convention of the Con- 
necticut Mutual was the address of 





James Lee Loomis, vice-president of 
that company. Mr. Loomis said that 
there was every reason for life insur- 
ance men to be optimistic in 1921. 
“During the past twelve months,” he 
declared, “the people have come to look 
upon life insurance as a real asset. A 
great many business men have been 
saved from the wall because they were 
able to make loans on their life insur- 
ance at a time when the banks refused 
to extend credit.” 

“The loan value is a feature of life 
insurance which should not be treated 
carelessly,” he declared. It has assisted 
many people in keeping their insurance 
in force, but it has also been the cause 
of numerous lapses and terminations. 
It is only proper that the policyholder 
should take advantage of the loan fea- 
ture when he is unable to meet his 
premium, but the agent should see to it 
that as soon as his financial condition 
improves the policy which has been 
such a valuable asset to him is again 
unencumbered.” 

Mr. Loomis said that lapses had not 
increased greatly during the past year, 
but loans were much more numerous. 
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He advised that in order to reduce 
lapses the agent try to get the first re- 
newal on every policy sold, and then 
it can be almost sure that the policy 
will continue in force. Many policy- 
holders will lapse their policy and sac- 
rifice their first premium, but after they 
have paid the second premium their life 
insurance becomes a habit with them 
and they are much more apt to keep it 
in force. 


Business Looking Upward 


In reviewing the business outlook, 
Mr. Loomis declared that there was 
much to be hopeful for in the coming 
year. Business may be on its back,” 
he said, “but it is looking upward and 
sees the light of day. The situation is 
not half so serious as two years ago 
when business faced a period of uncer- 
tainty, when fluctuations and uncertain 
values made everything a gamble. Busi- 
ness two years ago was running in 
unknown channels, but today it can see 
plainly what is in front of it.” 

“We have just concluded a period of 
extravagance and waste,” he continued, 
“and we are starting on a period for 














real producers. It is the beginning of 
a new epoch of industry, saving and 
real upbuilding. There is a_ great 
amount of work to be done in this 
country. At present there is a short- 
age of 1,250,000 houses. The nation is 
facing the task of bringing its trans- 
portation system up to standard follow- 
ing the deteriorating influences of the 
war. This is a country of enormous 
resources, and the American people 
will not long stay down.” 


H. A. 


H. A. Behrens, vice-president of the 
Continental Assurance of Chicago, 
made some interesting comments on the 
business outlook at the company’s re- 
cent agency convention. Mr. Behrens 
said that the public has been given the 
wrong impression of conditions due to 
pessimistic articles appearing in the 
daily newspapers. The desire of the 
papers for news, he said, is stronger 
than their anxiety for the truth. 

“Business is passing through a state 
of readjustment, but there is not going 
to be a period of business depression,” 
he declared. “Not only in business but 
in the thoughts of individuals a read- 
justment is taking place. The period 
which we have just passed through has 
been one of uncertain and fictitious 
values. I do not believe it was, as it 
was called, a period of prosperity be- 
cause to my mind silk shirts and cab- 
arets do not constitute prosperity.” 


Not at Limit of Expansion 


Behrens’ Comment 


Mr. Behrens said that life insurance 
has not reached the limit of its ex- 
pansion. “Rumors that the expansion 
period which life insurance has had in 
the last few years cannot be continued 
are wrong,” he declared. “We are now 
on the threshold of the greatest period 
of expansion the business has ever 
known.” He pointed out that business 
is getting back to a fixed idea of values, 
and emphasized the relation of life 
insurance to fixed values. “The prices 
of life insurance or its value did not 
fluctuate during the period of uncer- 
tain values,” he said, “and the fact that 
it retained its fixed value is a point 
which the public will consider now.” 

“People have taken on a more sober 
idea of things,” he said. “They are 
looking further into the future with the 
aim of improving their condition 
through thrift and greater production 
The figures for business at the close of 
1921 I think will bear me out in making 
this statement.” 


Depression in Bankers’ Minds 


Mr. Behrens said that the universal 
idea of a depression was largely in the 
minds of the bankers. The banker, he 
said, lacks vision. He is a simple kind 
of a mathematician, who judges a man 
by the size of his deposit balance and 
the strength of his credit. “If life in- 
surance men are going to follow the 
train of thoughts of the banker, they 
had better get out of the business,” he 
declared. Life insurance begins where 
banking leaves off. Banking is but a 
temporary expedient. We must get 
away from the idea of banking methods 
in life insurance. 

“Life insurance men need to work to 
the largest percentage of efficiency. The 
men in the field must carry out to the 
world the gospel of optimism and 
cheerfulness, instead of one of pes- 
simism and gloom. The world needs 
more smiles and life insurance agents 
can be a big factor in producing them. 


New Travelers’ Specials 


At a special session of the Life and 
Accident Training School held at the 
Travelers’ home office Jan. 3-15, the fol- 
lowing special agents were graduated: 
Otto E. Carstens and H. J. Claassen, 
New York City; Ralph S. Happel, Al- 
bany, N. Y.; John G. Hayden, New 
York City; Don C. Lewis, Boston; Aus- 
tin C. Reger, Wheeling, W. Va.; Walter 
F. Schwall, Columbus, O.; Lee Segui, 
Boston; Henri E. Vautelet, Montreal; 
Lester Von Thurn, Boston, and Charles 
E. Waddell, Detroit. 
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THE TRAVELERS 


L. F. BUTLER, President HARTFORD, CONNECTICUT 





Annual Statements, January 1, 1921 


Assets - - - - - = = - = - $203,433,330 


The Travelers Insurance Company $195,034,169 
The Travelers Indemnity Company 8,399,161 


Reserves and all other Liabilities $1 84,72 1,450 


The Travelers Insurance Company $178,642,369 
The Travelers Indemnity Company 6,079,081 


Capital and Surplus - - - - - $18,711,880 


The Travelers Insurance Company $16,391,800 
The Travelers Indemnity Company 2,320,080 


Total Cash Income 1920- - - - $95, 188,727 


The Travelers Insurance Company $86,023,667 
The Travelers Indemnity Company 9,165,060 


New Life Insurance Paid for 1920 $639,829,682 
Life Insurance in Force - - - $1,576,338,993 


Total Payments to Policyholders $272,614,998 
For the Prevention of Accidents 


by Inspection - - - - - $7,882,484 





Gains of The Travelers Companies in the Year of 1920 





Increase—Assets - - - - $26,972,149 Increase—Life Insurance Paid for $126,848,555 
Increase—Payments to Policyholders $4,903,640 Increase—Life Insurance in Force $422,115,258 
Increase—Reserves for Protection Increase—Total Premium Income $14,405,839 

of Policyholders - - - $24,173,658 Increase—Total Cash Income $15,671,552 
ACCIDENT LIFE LIABILITY HEALTH AUTOMOBILE STEAM BOILER 


COMPENSATION GROUP BURGLARY PLATE GLASS AIRCRAFT ENGINE 





Moral: Insure in The Travelers 
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Legal Education of the Agent 


Tue series of sales congresses now 
being held, to the number of over fifty, 
practically covering the whole country, 
shows a determination of the present 
administration of the NaTionaL Assocta- 
TION OF Lire UNDERWRITERS to empha- 
size the need of broader education of 
the field man. The standardized pro- 
grams for these congresses includes in- 
heritance taxation as a dominant topic. 
Since the passage of the federal revenue 
law, which imposes an estate tax on a 
theory different from the theory of the 
state inheritance tax law, the meaning, 
the scope and the burdens of inheritance 
tax legislation have been rather ex- 
haustively considered in the life insur- 
ance press and at gatherings of life in- 
surance men, 

As such legislation creates a new form 
of death liability, the availability of life 
insurance to give indemnity to it was 
quickly grasped by life underwriters. 
Occasionally, in some instances warn- 
ingly, the danger of inaccurate presen- 
tation of inheritance tax liability has 
been urged. Confusion in the under- 
standing of many life underwriters be- 
tween the federal estate tax and the in- 
come tax has been often apparent. 

Some who have discussed inheritance 
taxation have urged that comprehen- 
sion of the principles underlying the 
statutes should be understood as pre- 
liminary to an attempt to present the 
provisions of the law and department 
rulings construing them. Many life un- 
derwriters, in an eagerness to obtain 
soliciting arguments, have shown im- 
patience at any elucidation of the law 
apart from an actual ruling of the treas- 
ury department. The treasury depart- 
ment in published regulations has ably 
generalized the purport of the federal 
estate and the income tax statutes. It 
is, however, the business of the depart- 
ment to assume the legality of the law 
as a congressional enactment and to 
leave to the courts to decide against, 
rather than in favor of, the tax. The 
result has been that many questions 
affecting the inheritance tax appeal of 
life insurance are left at present to the 
value of well-reasoned-out opinions. 

The department, like the courts, does 
not consider moot cases. Whenever an 
act of legislation becomes a law, it 
might greatly simplify the procedure of 
those to be affected by the law to have 
at the outset final construction of the 
statute with a forecast of how actual 
cases that may arise under it shall be 
decided. To do this, however, would be 
contrary to all judicial procedure. When 
an actual case arises, the courts will 








construe even then only so much of the 
fact as affects the case. To attempt to 
present to the courts a case not resting 
on an actual cause of action would not 
only not be tolerated by the courts, it 
would be considered as a contempt of 
its process. Always the courts will con- 
sider actual cases only. 

So the fundamental power of con- 
gress to tax life insurance at all as in- 
come, the validity of the federal estate 
tax wherein it attempts to enhance for 
the purpose of taxation a decedent’s 
estate by the amount of life insurance, 
in any amount, coming to a beneficiary 
without any title passing through the 
estate, must await judicial ruling on an 
actual case. Hence the education of the 
underwriter on the technicalities of in- 
heritance taxation becomes a delicate 
undertaking. Many lawyers and most 


| courts will regard a layman’s insistence 


as to the law as an impertinence. 

Men of legal experience and recog- 
nized legal training are needed in dis- 
cussing inheritance taxation authorita- 
tively. Of course it requires no lawyer 
to present the great essential, the 
amount of the tax and the conditions 
under which it arises. There seems to 
be, however, a hunger among life un- 
derwriters to find arguments to show 
how life insurance may be made to give 
escape to the law. The great eager- 
ness is to get at a way of charging off 
the premium so as to reduce the estate 
to be subject to income tax. Next to 
this eagerness is the desire to effect a 
distribution that may postpone the at- 
tempt to tax corporation insurance as 
income, There is impatience at delay 
in the hearing of the cases now pending 
before the department and in the 
courts. 

The lesson of it all is, that the life 
underwriters of the country need a 
triple education on taxation and life in- 
surance. This might be: First, the 
scope and the meaning of such legisla- 
tion generally and the legal basis of its 
validity; second, the present status of 
the rulings and decisions; third, the de- 
batable questions and the nature of the 
life insurance case as to such questions. 

If there be a tendency among some 
life underwriters to become amateur 
lawyers as to taxation questions, it is 
deplorable, just as it is of doubtful wis- 
dom to attempt to show prospects how 
to draw a will. Life insurance, in its 
policy contract, is certainly of the 
nature of a disposition by will. It is, in 
fact, a will that cannot be broken and, 
therefore, better than one that must be 
probated. It is certainly part of the 























T. Louis Hansen, recently elected 
vice-president of the Guardian Life 
of New York has received a _ sig- 
nal tribute in honor of his com- 
pletion, on Jan. 13, of 25 years of 
service at the home office. January was 
designated as “Hansen Month” in his 
honor and, to show in unmistakable 
fashion their appreciation of the man 
who has so successfully guided the des- 
tinies of the agency department since 
his appointment as superintendent of 
agencies in 1914, the field force pro- 
duced more than $7,000,000 during the 
month. On Jan. 31, the last day of 
“Hansen Month,” all records for sub- 
mitted business were broken, the appli- 
cations received on that day totaling 
$1,022,200. This surpasses by almost 
$300,000 the previous largest day and 
shows what efforts the agency organi- 
zation put forth to make “Hansen 
Month” such an unqualified success. 

Although his promotion to the vice- 
presidency involves a broadening of his 
duties, Mr. Hansen will continue to 
direct the affairs of the agency depart- 
ment. He will be assisted by W. Cas- 
well Ellis, the newly appointed in- 
spector of agencies. Since the begin- 
ning of February, Mr. Hansen and Mr 
Ellis have been attending the group 
meetings of Guardian managers, at 
which various matters relating to the 
further extension of the company’s 
broad program of agency development 
are under discussion. 

Irwin J. Muma, manager of the Aetna 
Life at Los Angeles, is one of the lead- 
ing life insurance men in his section. 
Mr. Muma’s big hold on his agents is 
due to the fact that he tries impartially 
in every way he can to assist his men. 
He writes a large personal business, 
but it comes to him because of his 
genial ways, his general popularity and 
liberal advertising. However, Mr. 
Muma at any time will sacrifice his 
personal production to help his agents. 
He sends his men out to call on his 
personal friends and acquaintances with 
a letter of introduction and his backing. 
Mr. Muma has had a splendid life in- 
surance experience and is making good 
in a large way. 

W. Gelston Brewer, a supervisor for 
the L. A. Cerf general agency of the 
Mutual Benefit Life in New York City, 
is one of the successful young men in 
that office who works among the fire 
and casualty brokers. During the war 
Mr. Brewer was an enlisted man in the 
naval aviation service and before the 
close of the war secured a commission 
as ensign. Due to the crime wave in 
New York City, Mr. Brewer, who holds 
a police reserve commission as captain, 
has been doing police aviation work in 
that city. Mr. Brewer is in charge of 
the aerial photograph division of the 
police aviation service in New York 
City and will be in charge of the pro- 
posed aerial photographic map to be 
made of the city of New York. 

Five years ago William E. Swift 
entered the office of the Farmers Na- 
tional Life as office boy and took gladly 


whatever work was given to him— 
multigraphing, switch board, mailing, 
outside errands, etc. On the recom- 


mendation of President Stahl he went 


work and duty of the life underwriter 
so to urge. However, to do so requires 
no legal elucidation. The danger 
comes when advice as to the need of 
making a will generally is advanced. 
The presentation should stop short of 


‘legal arguments unless he who makes 


the arguments, in addition to being an 
underwriter, is also a lawyer, equipped 
to argue out his conclusions with the 





WILLIAM E, SWIFT 








lawyer in full practice of his profession. 





to night school and learned bookkeep- 
ing. He was made assistant book- 
keeper, then bookkeeper and two years 
ago became cashier. A year ago he 
was elected assistant secretary and he 
was re-elected to this office last week. 

Those that come in contact with Mr. 
Swift will testify that he is always 
pleasant and agreeable and is a young 
man of muck personal charm. The 
other officers of the Farmers National 
Life speak of him in the very highest 
terms. In fact, they become enthusi- 
astic when they talk about “Bill” Swift. 
They know that when he should do a 
thing it will be done and done promptly 
and that when he says he has done a 
thing it has been done and done well. 


It seerns that Loren B. Williamson, 
former manager of the Home Life at 
Louisville, who was later general agent 
of the Aetna Life there, had his name 
connected with the owner of a garage 
at Mt. Vernon, Ill, whose name was 
Loren Williamson. The Mt. Vernon 
garage man discovered that his part- 
ner, a former preacher, had secreted 
securities in the garage, which led him 
to believe that his partner had been one 
of the parties who had stolen regis- 
tered mail sacks at the station. Wil- 
liamson, the garage owner, notified the 
federal authorities, which led to the 
arrest of the partner. Loren B. Wil- 
liamson, the life insurance man, was 
never in Mt. Vernon and never heard of 
the place. He is now writing life insur- 
ance in the south. It was a blunder 
to connect his name with that of the 
owner of the garage at Mt. Vernon. 
The fact that they had the same first 
name led to the confusion. 


The Penn Mutual Life has put the 
task of settling its controversy with the 
Philadelphia Art Jury into the hands of 
its attorneys. The Art Jury refuses to 
approve plans for a building the com- 
pany proposes to erect in the Park 
way beside the Bell Telephone Com- 
pany building, because the plans call 
for a building 231 feet high. 

The Penn Mutual contends that it 
does not wish to have a structure that 
might appear dwarfed beside the tele- 
phone company’s headquarters, 225 feet 
high. The Art Jury insists that the 
height of the proposed structure be re- 
duced to 200 feet, in accordance with 
a city ordinance passed in March, 1917, 
limiting the height of buildings along 
the Parkway to 200 feet. The tele- 
phone building antedated the ordinance. 

Indiana and especially Indianapolis 
people feel that DePauw University 0! 
Greencastle, Ind., has put out some 
excellent talent. For instance the 
mayor, purchasing agent, board of pub- 
lic safety of Indianapolis and _ the 
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Mutual Life of Illinois 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 














A Company of Service 


Service to Policy Holders Service to Agents Service to the Public 


Operators under the “Famous” Registration Act which requires the 
reserve on every policy issued to be deposited and held in 
Trust by the Insurance Department of the State 


Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited 
H. B. HILL, President G. C. ROCKWOOD, Vice-Pres. DR. J. R. NEAL, Sec. 
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Public 


Life Insurance 
Company 


Incorporated As a Stock Company Under The Laws of the State of Illinois 


Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at All Ages From One to Seventy 








ALFRED CLOVER 


General Manager, Chairman Board of Directors 
LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS 


son at last report stood second on the | 
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Great Opportunity 


Indiana 


The Franklin Life Insurance Company 
has just entered Indiana and has some 
excellent openings there for General 
Agents. Contracts direct with the 
Company. 


The Franklin is making phenomenal 
progress, having reached the $100,000,- 
000 mark May Ist. 


For information write the Home 
Office. 


Springfield, Ill. 
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speaker of the house of representatives | 
in the present legislature are all former 
pupils of DePauw. Another prominent 
Indianapolis man who came from the 
same college is Charles F. Coffin, vice- 
president of the State Life and presi- 
dent of the Indianapolis Chamber of 
Commerce. He is serving his second | 
term as president of the Chamber of | 
Commerce. Mr. Coffin has attracted 
wide attention by his work. He took 
a trip abroad as United States repre- 
sentative of the National Chamber of 
Commerce. During his trip, Mr. Coffin 
won many plaudits from business men 
on the other side because of his ability, 
his broad vision, and his keen analytical 
mind. 


B. C. Nelson of Peoria, Ill., leading 
agent in the Peoria general agency of 
the Northwestern Mutual Life, is mak- 
ing a strong run for the presidency for | 
the Marathon Club of the Northwest- 
ern. That is the club that is composed 
of agents who write policies on 100 lives 
or over during the club year. Mr. Nel- 





list. He is going strong. Mr. Nelson} 
formerly lived at Champaign, III., start- | 
ing in the grocery business with his | 
father and brother. He proved to be a| 
real salesman and the store built up a| 
splendid business. In 1917 he started as | 
a demonstrator for the Milburn Elec- | 
tric. He went to Peoria as a stranger, | 
sold a large number of cars and made a} 
remarkable record. R. O. Becker, gen- | 
eral agent of the Northwestern, was | 
impressed with Mr. Nelson when he} 
solicited Mr. Becker for an electric. | 
His canvass was so effective that Mr. | 
3ecker bought one and concluded that 
he would convert him into a life insur- 
ance man. Mr. Nelson’s success is due 
chiefly to two things: A splendid per- 
sonality, with the knowledge of how to 
use it and everlasting work. He never} 
stops going. Most of his insurance is 
written in Peoria. He wrote nearly | 
$1,000,000 last year and reported os) 


| $718,000. He is going strong this year. 


Mark T. Meltzer, agency assistant of | 
the Equitable Life of New York at its 
home office, has been appointed inspec- | 
tor of agencies. During the last year or 
so he has devoted his time chiefly to the | 
development of agencies in Delaware, | 
Connecticut and central New York and | 
later California, Washington and Ore-| 
gon. Mr. Meltzer will shortly establish | 
headquarters in San Francisco, so that | 
he can be nearer to that territory. 


Frank P. Manly, president of the In- | 
dianapolis Life, has been spending a| 
short vacation in Florida, and word 
comes that he is developing skill as a 
deep-sea fisherman. One _ kingfish 
which he landed weighed 75 pounds. 
The fishing grounds are in the Binini 
waters and Mr. Manly made the trip | 
by airplane from Miami. 


A. B. Slattengren, who has been with | 
the Mutual Trust Life of Chicago for | 
the past 12 years, successively as gen- | 
eral agent, northwestern manager and | 
field supervisor, now holds the keys to 
the cash box, having been elected treas- 
urer at the recent annual meeting of the 
board. of directors. The agency depart- 
ment of the company thus loses an in- 
defatigable and resourceful associate. 
In addition to his duties as treasurer, 
Mr. Slattengren will be in charge of the 
company’s renewal department. 

Mr. Slattengren knows the life insur- 
ance business from all angles. He 
served the Mutual Trust Life as general 
agent in central Minnesota for a num- 
ber of years, and later went to Minne- 
apolis as northwestern manager. Last 
year he was called in to the home office 
to act as field supervisor. He is very 
popular with the company’s agency 
force and has shown marked ability as 
a home office executive. 

William R. Baker, assistant superin- 
tendent of insurance in Kansas, has re- 
signed, effective immediately, to become 
actuary for the Liberty Life of Topeka, 
a company recently organized but which | 





has made wonderful progress. Mr. 


| Baker was an officer in the Kansas am- 


munition train of the Rainbow division 
in Kansas. He served with Col. Travis, 
who commanded the train. He has been 
with the department ever since the 
regiment returned from France. His 
successor has not been announced. 

The Two Republics Life of El Paso, 
Tex., had a formal opening of its new 
office building last Saturday evening. 
A number of policyholders and citizens 
dropped in from 7:30 to 10 o'clock. 
President A. H. Rodes and his associ- 
ates had open house. 


Rupert F. Fry, president of the Old 
Line Life, heads a list of ten prominent 
Wisconsin men who are attending a 
Great Lakes-St. Lawrence river water- 
Way project meeting in Chicago. 

Miss E. Constance Woodward of the 
Equitable of New York in New York 
has just paid for several policies total- 
ing $500,000 on the life of a prominent 
importer, the premiums exceeding $20,- 
000. Of the half million, $200,000 was 
placed in the Equitable. Miss Wood- 
ward first interviewed this applicant 
over five years ago. He had never car- 
ried life insurance, was violently preju- 
diced against it, and was only finally 
induced to insure when it was pointed 
out to him by Miss Woodward that his 


|entire estate, comprised of European 


investments, could not be realized upon 
by his family for a long period after his 
death. He agreed to take the life insur- 
ance so as to provide the necessary 
money to protect his fortune. 

Originally Miss Woodward  ap- 
proached him on the subject of group 
insurance and thereby aroused his in- 
terest sufficiently to enable her later on 
to propose personal insurance. 


William B. Millar, one of the leading 
producers in the Chicago office of the 
Travelers, is waxing poetical these 
days. He cast his eyes toward the 


| heavens last week and reduced the sub- 


joined thoughts to writing: 
HEAVENLY THOUGHTS 

I often wonder what the man who dies 
and goes above 

And leaves no income for his folks, can 
now be thinking of. 

He made good money while he lived, and 
kept his family swell, 

He had an auto and a home—which he 
had mortgaged well. 

One day he shuffled off this sphere, it 
sure was unexpected, 

His wife and children soon found out, 
he'd left them unprotected. 

He had no money in the bank, insurance 
he had nil, 

He left the mortgage and the car with 
nought to foot the bill. 

Now as they laid this man away, be- 
neath the emerald sod, 

The preacher said, “It’s better thus 
he’s gone to dwell with God. 

If this is true, I now maintain, although 
I hate to tell— 

If they allow that man in Heaven—it 
surely must be—very embarrassing. 


Prospect Bureau Established 


The Guardian Life of New York has 
established a prospect bureau similar to 
that carried on by the Fidelity Mutual 
Life. It is in charge of Leonard L 
John at the head office. Each agent is 
asked to give the names of 50 prospects 
and their addresses. They are charged 
15 cents a name. The home office sends 
out letters to these people enclosing a 
card stating that if the person addressed 
desires to get a handsome memorandum 
book with his name embossed thereon. 
he can send in the card and a memo- 
randum book will be forthcoming. He 
must give, however, date of birth and 
state that he is interested in learning 
more about one or two or three propo- 
sitions along life insurance lines that 
are mentioned. The returns on these 
letters have been very satisfactory. The 
Fidelity Mutual has followed this plan 
and tested it out very carefully. 


Samual Milligan has been appointed 
oo actuary of the Metropolitan 
uife. 
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COMMENTS ON RESULTS | 


UNION CENTRAL’S OPERATIONS | 


Secretary Williams Gives Some Inter- 
esting Facts on the Insurance 
Activities of the Year 


Secretary George L. 
Union Central Life issues an interesting 
report as to the transactions of the In- 


surance Department last year. It says | 
in part: 
New business issued — 45,412 policies 


for $174, 
year, 


228,987 were issued during the 


of 148 policies for $3,836.63 each. The 
largest day was March 18, when 326 | 
policies for $1,382,415 were issued. 

Death claims—During the year 1,588 
claims for $5,965,571.81 were paid. Of 
the claims paid, 1,278 were paid on the 
day proofs were received, 117 on the | 
next day, 45 on the third, 12 on the 
fourth, and seven on the fifth; 129 were 


held for a longer period to obtain further 
proof of title or medical evidence. 
Accidental deaths caused 94 claims for 
$272,355, of which 15, involving payment 
of $50,872, were automobile accidents; 
46 claims for $215,739.12 were on ac- 
count of suicide, and four for $16,000 on 
account of homicide. There were four 
claims for $9,000 on account of deaths in 


military service, all being from natural 
causes. 
No contested claims were incurred in | 


1920; one was settled, leaving two out- 
standing at the end of the year. 


Disability claims—During 1920, proofs 


were filed in nine cases involving insur- | 


ance of $46,000. Three cases, involving 
insurance of $13,500, were approved, one 
case for insurance of $2,000 was rejected; 


Williams of the | 


an average for eaeh working day | 
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one case, which illustrates 
for a period of probation, 
a widow claimed refunder of the 
premium paid on her husband's policy 
during his last illness and shortly before 
his death. Without question his disabil- 


nan | claims. In 
| the necessity 


ity at the time the premium was paid 
was both total and permanent, but it 
had not continued for the probation 
period. 

Policy loans—On Dec. 31, 1920, the 
company had $21,515,387.83 invested in 


| policy loans, represented by 41,305 loans, 
or one for every four policies containing 
loan values outstanding on that date. 
In the five year period, Jan. 1, 1910, 
Dec. 31, 1914, policy loans increased 
11,627 in number and §$7,145,705.96 in 
amount, or 69.3 percent; in the next five 
| years they. decreased 59 in number and 
increased $825,917.05 in amount, or 4.7 
percent. In 1920, 14,171 loans were made 
| for $9,384,401.21, resulting in an increase 


to | 
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WILL GO ON NON-PAR BASIS 


American Life of Des Moines to Dis- 
continue Participating Plan, as 
Regards New Business 


The American Life of Des Moines is 


| one of the larger western companies to 


| of 3,913 in number and $3,233,613.67 in 
|} amount, or 17.6 percent. All daily rec- 
ords for new policy loans were ex- | 
ceeded on Dec. 18, 1920, when 256 loans 
| were made for $148,228.47. The average 
loan outstanding Dec. 31, 1920, was $520; | 


| the average loan made in 1920 was $662. 
| Might not a large proportion of policy 
loan cancellations be prevented? In 
| 1919, 879 policies with loans outstanding 
were cancelled for non-payment of pre- 
miums. Of this number 333, or more 
than 37 percent, had. additional loan 
value enough to cover the premiums 
Although a loan is not desirable it is 
| better than a lapse It should not have 
| required undue effort to increase many 
| of these loans enough to pay the pre- 
| mium. In every such case in which 
policy loan interest is overdue the com- 
pany places in the agent’s hands, at the 
anniversary, a complete statement of the 
loan value and all indebtedness, in the 
| expectation that the information will be 
| used to prevent lapse. In 1919 interest 
|} of $1,041,263.31 was collected on 37,392 
loans, and interest of $217,483.79 was 
overdue on 5,231 loans, on 1,194 for two 


or more years, 


and five cases for $30,500 remained under | 


probation at the 
large proportion 


end of the year. A 
of the claims furnish 
evidence that policyholders do not un- 
derstand the disability clause; some 
think they should be paid for partial or 
temporary disability, while others delay 
longer than necessary in presenting 





Big Columbus Mutual Agencies 


James A. Grizzard of Columbus, 0©., 


manager of the Columbus Mutual Life in 

| its home city wrote $2,764,376 insurance 
last year. Ivan T. Quick, manager in 
Cleveland, wrote $2,544,165 


On Line Bankers Life Insuran 


discontinue participating business and 


go on an exclusively non-participating 
basis so far as new business is con- 
cerned. The company on the first of 
last year had non-participating busi 
ness in force of $17,566,217; participat- 
ing, annual dividend, $10,255,131, and 


$834,119. 
paid dividends 


deferred dividend, 
In 1920 the company 


equal to one-third of the schedule in 
force prior to the war. The dividend 
year on old business has just been 


changed from Jan. 1 to April 1 and the 
next dividend year on this business will 


run from April 1, 1921, to April 1, 1922. 
The company statement from last year 
shows $28,660,467 in force; assets, $2, 
690,087 reserves, $2,312,264; capital 
stock, $200,875, and surplus, $20,825 
John Hancock Mutual 

The John Hancock Mutual on Feb. 1 
commenced the issuance of a new limited 
life policy with both disability and 


couble indemnity 


Mutual Trust Life 


The Mutual Trust Life of Chicago has 
changed its dividend year to begin May 
1 instead of April 1 and for the year 
May 1, 1921 to 1922, will pay 75 percent 
of the schedule of dividends which it 





used in 1918 


50 percent 


of 


and 


1919. In 


this schedule 


Metropolitan Life 








1920 it paid 


The Metropolitan Life will pay the 
same dividends on its special policy as it 
did in 1920 The dividends on the other 
policies are as follows 

Ordinary Life Ending at 85 

Year issued Age 25 Age 35 Age 45 
Premium $16.68 $22.00 $31.42 
1909 78 98 1.64 
1910 73 90 1.53 
1911 68 82 1.42 
1912 63 75 1.31 
i913 58 67 1,20 

20-Payment Life 

Premium $24.42 $29.76 $38.24 
1909 2.02 2.40 2.69 
1910 2.09 3.26 2.63 
1911 1.98 2.13 2.37 
1912 1.88 2.00 2.21 
.913 1.78 1.88 2.06 

20-Yenr Endowment 
Premium $41.86 $43.12 $46.65 
1909 3.12 3.35 3.65 
1910 2.88 3.09 3.41 
1911 64 86 3.19 
1912 2.42 64 2.97 
1913 B.ol 2.42 2.76 

State Mutual Life 

The State Mutual announces the fol- 
lowing dividends payable in 1921 on five- 
year term policies: 

— Issues of 
Age Prem 1920 1919 1918 1917 1916 
i. « $10.90 $2.11 23.12 $2.13 $2.12 
25.. 11.40 2.16 ) 2.16 2.16 
30.. 12.05 2.19 2.19 2.19 
35 13.00 2.24 2.24 2.25 
Geese 14.50 2.34 2.36 2.35 
45 16.90 2.42 2.44 2.44 
50. 21.30 2.5§ » 63 2.63 
55 °8.65 .73 79 2.80 
Great Northern Life 

The Great Northern Life of Wausau, 

Wis., is issuing new premium rates and 
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ASSETS 


First Mortgage Farm Loans 
Cash in Office and Banks 


Cash Loans on Company Policies = - - 


Federal Land Bank Bonds 
Municipal Bonds - - 
Liberty and Victory Bonds 
Home Office Building - 
Interest Accrued, Not Due 


Net Deferred and Unreported Premiums — - - 


Furniture and Fixtures Account 
Collateral Loans - - 
Premium Notes - 
Stocks - - 
Agents’ Debit Balensee 

“Other Assets” - - 


Assets December 31st, 1920 


Home nanenenanens 





$14,249,345.31 
278,175.15 
1,242,053.04 
100,750.00 
1,065,340.50 
599,323.06 
164,361.99 
280,849.04 
130,477.31 
None 
None 
None 
None 
None 
None 


$18,110,675.40 








LIABILITIES 


Reserve, Actuaries Four Per Cent (Full Reserve) 


Death Claims, Proofs Not In 
Premiums Paid in Advance - 
Interest Paid in Advance’ - 
Agents’ Credit Balances - 


Premiums on New Applications, Policies not yet Issued 


Suspense Account 


Reserve for Taxes - “ 


Reserve for Salaries, Medical Fees, Etc. - 


Capital Stock - 


Surplus for Protection of Pelliey- halder - 


Total - - - 


veevenonenenesanonnnensoeneneer 





PON Oe rrammnrnnanssees 


Gain in Reserve - - 


Gain in Assets - - - - - 


Gain in Surplus . ° . . 





$ 668,023.16 
1,544,824.76 
2,088 ,448.01 


Income Exceeding Disbursements 
Gain of Insurance in Force - 
Insurance Issued - - 


Insurance in Force December 31st, 1920, $95,731,028.23 
Percentage of Lapses to Mean Insurance, 5.60 


Percentage of Death Losses to Mean Insurance, 0.472 


Percentage of Actual to Expected Mortality, January |, 





avevanenecenevevvennens 


an eenecenecenenecenans 


1905 to December 31, 


eveneagiees 


RECORD OF NINETEEN HUNDRED AND TWENTY 


1919, 39.58 





$12,617,953.36 
- 30,805.47 
11,767.77 
. 40,333.73 
21,209.17 


1,711.63 


- 349.72 
Reserve for Dividends al lnctalimente left with Company 5,311.30 
85,080.31 

- 11,085.54 
100,000.00 
5,185,067.40 





$18,110,675.40 





$ 2,005,384.07 
12,693 863.26 
17,699,121.56 





WE LEAD THE WORLD IN OUR HOME STATE IN OLD LINE INSURANCE IN FORCE 
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Issued 
1918.... 13.28 13.89 14.54 
1917.... 13.92 14.54 15.20 
1916.... 14.55 15.18 15.85 
1915.... 15.18 15.82 16.50 
1914.... 15.81 16.45 17.30 
1913.... 16.43 17.23 18.09 
1912.... 17.18 18.00 18.88 
1911.... 17.92 18.76 19.65 
1910.... 18.66 19.50 20.41 
1909.... 19.37 20.23 21.14 
1908.... 20.07 20.92 21.82 
20-Year Endowment 
Se isee Be 17 18 19 
Issued 
Prem...47.92 48.05 48.18 48.27 
1920.... 5.46 5.55 5.63 5.67 
1919.... 5.94 6.03 6.12 6.16 
1918 6.45 6.54 6.62 6.67 
1917 6.97 7.06 7.14 7.19 
1916 . 7.51 7.60 7.68 7.73 
1915 . 8.07 8.16 8.25 8.29 
1914 . 8.65 8.74 8.83 8.87 
1913 . 9.25 9.34 9.43 9.47 
1912 . 9.87 9.96 10.05 10.09 
1911 . 10.52 10.61 10.69 10.73 
1910 . 11.19 11.27 11.36 11.40 
1909.... 11.88 11.96 12.05 12.09 
1908. . 12.59 12.68 12.76 12.80 
Age.. 22 23 24 25 
Issued 
Prem. ..48.54 48.64 48.75 48.86 
1920 5.75 5.83 5.88 5.92 
1919.... 6.28 6.32 6.36 6.41 
1918 6.78 6.82 6.87 6.91 
1917 7.30 7.35 7.39 7.43 
1916 7.85 7.89 7.93 7.98 
1915.... 8.41 8.45 8.50 8.54 
1914 . 8.98 9.03 9.08 °9.12 
1913 . 9.59 9.63 9.68 9.72 
1912 . 10.21 10.25 10.30 10.34 
1911.... 10.85 10.89 10.94 10.98 
1910.... 11.52 11.56 11.61 11.65 
1909.... 12.20 12.25 12.29 12.34 
1908.... 12.92 12.96 13.00 13.05 
Pi cccs Ee 29 30 31 
Issued 
Prem...49.26 49.41 49.57 49.75 
1920.... 6.07 6.13 6.19 6.26 
1919.... 6.57 6.62 6.68 6.75 
1918 7.07 7.13 7.19 7.26 
1917 7.60 7.66 7.72 7.79 
1916 8.14 8.21 8.26 8.34 
1915 . 8.71 8.77 8.83 8.90 
1914 . 9.29 9.35 9.41 9.49 
1913 . 9.89 9.95 10.01 10.09 
1912 . 10.51 10.58 10.64 10.72 
1911 - 11.16 11.22 11.28 11.35 
1910 . 11.82 11.88 11.94 12.00 
1909.... 12.51 12.56 12.61 12.67 
1908 . 13.21 13.26 13.31 13.37 
Age..... 34 35 36 37 
Issued 
Prem...50.38 50.64 50.91 51.22 
1920.... 648 6.57 6.66 6.77 
1919.... 6.98 7.07 7.16 7.27 
1918 7.49 7.59 7.69 7.80 
1917 8.03 8.13 8.22 8.32 
1916 8.58 8.68 8.76 8.86 
1915.... 9.15 9.24 9.32 9.41 
1914 9.72 9.81 9.89 9.99 
1913.... 10.31 10.40 10.49 10.59 
1912 . 10.92 11.01 11.10 11.21 
1911 . 11.56 11.65 11.74 11.85 
1910 . 12.21 12.31 12.40 12.51 
1909 . 12.89 12.99 13.08 13.19 
1908 . 13.59 13.69 13.78 13.90 
Age.. 40 41 42 43 
Issued 
Prem 52.33 52.78 53.29 53.84 
1920.... 7.10 7.20 7.34 7.47 
1919 7.59 7.71 7.84 7.98 
1918 8.10 8.22 8.37 8.51 
1917 8.63 8.76 8.91 9.06 
1916 9.18 9.31 9.47 9.63 
1915 9.75 9.89 10.05 10.22 
1914 10.34 10.49 10.66 10.84 
1913 10.95 11.10 11.28 11.47 
1912 . 11.58 11.74 11.93 12.11 
1911 . 12.24 12.40 12.58 12.75 
1910 12.91 13:07 13.24 13.40 
1909 13.60 13.74 13.91 14.07 
1908 . 14.28 14.42 14.59 14.75 
Age 46 47 48 49 
Issued 
Prem...55.91 56.75 57.69 58.73 
1920... 7.98 8.18 842 8.68 
1919.... 8.52 8.74 8.99 9.26 
1918 9.08 9.31 9.57 9.86 
1917 9.66 9.90 10.18 10.44 
1916 . 10.26 10.51 10.76 11.04 
1915 . 10.88 11.11 11.36 11.65 
1914 . 11.48 11.72 11.98 12.26 
1913 . 12.10 12.34 12.60 12.89 
1912 . 12.73 12.97 13.24 13.53 
1911 . 13.37 13.61 13.88 14.17 
1910.... 14.03 14.26 14.53 14.81 
1909 14.69 14.92 15.18 15.46 
1908 . 15.35 15.58 15.83 16.11 
Age... 52 53 54 55 
Issued 
Prem. ..62.52 64.06 65.75 67.61 
1926 9.59 9.94 10.31 10.71 
1919 10.17 10.53 10.92 11.34 
1918 - 10.77 11.14 11.54 11.96 
1917 - 11.38 11.76 12.16 12.60 
1916.... 12.00 12.38 12.79 13.24 
191 - 12.62 13.01 13.43 13.88 
4 . 13.25 13.65 14.07 14.52 
1913 13.89 14.28 14.70 15.16 
1912.... 14.52 14.92 15.34 15.79 
1911 15.16 15.55 15.97 16.42 
1910 15.80 16.18 16.59 17.04 








20 21 
48.36 48.45 
5.71 5.75 
6.20 6.24 
6.71 6.75 
7.23 7.27 
7.77 7.81 
8.33 8.33 
8.91 8.95 
9.51 9.55 
10.13 10.17 
10.78 10.82 
11.44 11.48 
12.13 12.17 
12.85 12.88 
26 27 
48.98 49.12 
5.96 6.02 
6.45 6.51 
6.96 7.02 
7.48 7.55 
8.03 8.09 
8.59 8.65 
9.17 9.23 
9.77 9.83 
10.39 10.45 
11.03 11.10 
11.70 11.76 
12.39 12.45 
13.10 13.16 
32 33 
49.94 50.15 
6.32 6.40 
6.82 6.90 
7.33 7.41 
7.86 7.94 
8.41 8.49 
8.98 9.06 
9.56 9.65 
10.17 10.24 
10.78 10.85 
11.41 11.48 
12.06 12.13 
12.74 12.81 
13.43 13.51 
38 39 
51.55 51.92 
6.87 6.99 
7.38 7.48 
7.89 7.99 
8.41 8.52 
8.95 9.06 
9.51 9.63 
10.09 10.21 
10.69 10.82 
11.32 11.44 
11.96 12.09 
12.62 12.76 
13.31 13.45 
14.02 14.15 
44 45 
54.46 55.15 
7.62 7.79 
8.14 8.32 
8.68 8.87 
9.24 9.44 
9.82 10.03 
10.42 10.64 
11.04 11.27 
11.68 11.88 
12.30 12.51 
12.94 13.15 
13.60 13.80 
14.26 14.47 
14.94 15.14 
50 51 
59.87 61.13 
8.97 9.28 
9.56 9.85 
10.14 10.44 
10.73 11.04 
11.33 11.65 
11.94 12.27 
12.57 12.90 
13.20 13.53 
13.83 14.16 
14.47 14.80 
15.11 15.44 
15.76 16.08 
16.40 16.71 
56 57 
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There are now 
some 
exceptional 
agency 
opportunities 
in northern 
Illinois 





You Decide 


If you are just a life insurance peddler 
we do not ask you to join with us in carry- 
ing forward the service mission of The 
Lincoln National Life Insurance Company. 


Our ideals are service ideals. 


We believe the agent owes a distinct 
service to his clients, and The Lincoln Life 
is always eager to back up its agents in 
that service. 


If you have such an ambition for service 
you can count on The Lincoln Life helping 
you in every part of your work, because 
The Lincoln Life mission is to co-operate 
with its salesmen as well as to serve its 
policyholders. 


You are sure of prompt action on your 
applications and the kind of help on all your 
field problems which makes it pay to 











The Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character’’ 


Lincoln Life Building, Fort Wayne, Indiana 


Now More Than $160,000,000 in Force 























tory formerly under the supervision of 
Coleman & Wonsetler, general agents 
at Norristown, Pa., who have recently 
resigned as general agents. This terri- 
tory comprises Delaware, Bucks and 
Montgomery counties. 























1920 practically remain unsullied for the 
entire year and this despite the fact that 
they control large debits. 

Agent George W. Beisenstein of the 
Oshkosh, Wisc., district has been pro- 
assistant superintendent at 
Wis., a detached assistancy 


| 
} 


| moted to 
| Sheboygen, 





Myers of Chicago No. 5 was sixth. The 


assistancy leaders in ordinary last year | 
Louisville, | 
| The 


were C. F. Maetschke of 
L. F. Jacoby of Wilkes-Barre, C. W. Wil- 
son of Davenport, C. M. Rankin of 
Louisville, A. W. Stuke of New York No. 
10 and L, E. Hancock of Louisville. ‘The 
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Age.... 52 53 54 55 56 57 —————— — ———— — | agency leaders in ordinary were E. L. 
Issued | | Guthrie of Akron, O., S. Boulgach of 
1909.... 16.43 16.80 17.21 17.75 18.34 18.99 | |} W New York No. 2, E. H. Gilhuly of Orange, 
1908.... 17.05 17.42 17.91 18.45 19.03 19.67 ITH INDUSTRIAL MEN N. J., R. E. Bleney of Fairmont, J. F. 
ee ee - —: Baldyga of Hartford and T. F. Griffiths 
Age..... 58 59 60 of Wilkes-Barre. 
Issued Prudential News ef the same district. —— 
Prem...74.35 77.05 80.00 Agent Harvey J. Becker of the St. i 
1920.... 12.14 12.70 13.30 A merry race is already under way in Séeth. Mo., district is advanced to the | Eureka Life Leaders : 
1919.... 12.80 13.37 13.98 svat Division A of the Prudential for in- | position of assistant superintendent at | BALTIMORE, MD., Feb. &.—The Eu- 
1918.... 13.46 14.04 14.67 . | dustrial leadership for 1921. The par- | Shenandoah. Shenandoah is detached | Teka Life experienced the best — Ran 
1917.... 14,12 14.71 15.24 ° | ticipants, five in number, are very | from the St, Joseph district. has ever had during 1920. While the 
1916.... 14.78 15.38 16.01 ** | closely bunched at present and any complete figures are not yet available, 
1915.... 15.43 16.04 16.68 -l week may bring about a new leader a list of the leaders in the various de- 
1914.... 16.08 16.69 17.49 a Wy ‘« > | Prudential Leaders partments has been issued. The Eureka 
1918.... 16.72 17.48 18.29 ' | Agent Charles W, Ackerman, of West | Sondioge @uthenr: 
1912.... 17.49 18.25 19.08 p Hoboken, holds first honors, with Agent The Prudential announces that H. R. Frank Stanozek of Braddock, Pa., 
- 1911.... 18.25 19.02 19.86 ia Philip Hurwitz, of New York No. 5, a | Kendall of Louisville led in proportion- leader in collection percentage 
1910.... 18.99 19.76 20.61 _ | close second. Following in the order | ate increase in ordinary last year. FT Wolford of Cumberland Ma 
1909.... 19.70 20.48 21.32 ; | posed are Agents Adolph A. Hagler and | H. W. Loynd of Tarentum was second, | jeading superintendent in yearly col- 
1908.... 20.38 21.15 21.97 . | Julius H. Kaplove, of West Hoboken, | E. M. Berger of Chicago No. 9 was third, lection percentage and also. in propor- 
|and William L. Cleary, of New York |W. C. Scott of Vincennes, Ind., was tionate Soemenne 
comes | No. 8. fourth, P. F. Kielty of Wilkes-Barre, James C. Jones of Hagerstown, Md., 
| Many remarkable records have been | Pa., was fifth and J. B. Myers of Chi- | )¢aaing assistant superintendent in col- 
‘ | made by Prudential agents in the con- | cago No. 5 was sixth. In net new busi- vr - - ' 
Take Over More Territory | servation of business during the year | ness Mr. Kendall was first, W. H. Joyce eg of Pittsburgh, Pa., 
C. B. & H. M. Taylor, general agents | 1920 and Agents Harold R. _Goodheart of Buffalo No. 1 was second, J. Baker leading superintendent in yearly increase 
x ; : P - | and John W. Chubb of the Chicago No. 4 | of New York No. .10 was third, J. F. ; > - -- , 920 
for the Northwestern Mutual Life in | 4... ~ : os : and ordinary increase for the year 1920. 
' a 2 aa district may be set forth as examples. | Bonner of Scranton, Pa., was fourth, Meyer Shaffer of Pittsburgh, Pa., lead- 
Philadelphia, have taken over the terri- | The lapse columns of these agents for | F. H. Meese of Toledo was fifth, J. B. ing agent in industrial increase 


Now First National Life 

First National-Northwestern Life 
of Pierre, S. D., has changed its name 
to the First National Life, effective 
Jan. 1. 














If Your Business 


and you are in position to make a 
new connection honorably, write to 


CHICAGO, ILL. 


LIFE AGENTS 
RENEWS 


Farmers National Life Ins. Co. 


’ Farmers National Life Bldg. 3401 Michigan Ave. 














W. W. LANE, Secretary 


(Copyrighted) 
Under Our Service Pension Centract 


LA FAYETTE, INDIANA 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


THE LA FAYETTE LIFE INSURANCE CO. 


A. E. WERKHOFF, President 








Total Resources Dec. 3Ist, 1920 
New Insurance Paid for 1920 


Insurance in Force ~ - 





(Exclusive of amount insured under Double Indemnity Provision) 


NEW ORLEANS, U. S. A. 


-  $ 8,742,060.93 
-  31,433,676.00 
-  91,408,227.00 


PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


THE PAN-AMERICAN WAY 
N KEEPING with the higher Ideals and Ethics of the business, the Pan-American 
does not seek to employ agents of other companies, but by interesting men of ia- 
telligence, character and clean record, instructing them by correspondence, and 
assisting them by the active co-operation of specially trained men, it has built up a 
field organization that is prosperous and contented. 
What these agents are doing, you can do, if you have the will—the Pan-American 


Way is open to you. 
Address: E. G. SIMMONS, Vice-President & General Manager, 


New Orleans, La. 
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ACTUARIES 


_— F. CAMPBELL 
comegr tr NG 
ACTUA 








76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 














ARCUS GUNN 
CONSULTING 
ACTUARY 


- 29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











- rr J. HAIGHT 
COMsaL ve 
ACTUAR 
810-813 ~tow ll Bidg. 


e INDIANAPOLIS 
P Kraft Building, DES MOINES, IOWA 








jy C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 


_o McCOM 
aR 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations _——. P| and J Life = 


The Law of 
Taserae zasnes cn AHOMA CITY 














J H. NITCHIE 

ACTUARY’! 
1523 Association Bidg. 19S. Lasalle Se 
Telephone State 4902 © CHICA 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 











Consuttinc Actuary 
402-404 Kraft Building 


aes os S. WITH INGTON 
Tel. Walnut 3761 DES MOINES, IOWA 

















A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
end Values Increased to Full 3% Reserve. 
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The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


t\ 


A Good Chance for 
Reputable Men 



































GOOD WORK AT HOUSTON | 





Life Underwriters Have Prominent 
Part in Campaign—Prize-Win- 
ning Thrift Talk 


| 
| 
} 
} 





J. M. Minton, president of the Life 
Underwriters’ Association at Houston, 
was chairman of the executive commit- 
tee of the thrift campaign there, which 
met with especial success. Members of 
the committee believe that they sent the 
thrift message farther than any other 
city in the south. A total of $1,100 was 
spent in promoting the campaign, of 
which $250 was contributed by the life 
agents of the city. The prize talk on 
thrift was then delivered before the 
Salesmanship Club of Houston by W. 
O. Woods. It emphasized the impor- 
tance of life insurance in any thrift 
movement. Mr. Woods said: 


Most Men Unprepared 


“IT venture to say that every man in 
this room left bis business in a hurry. 
You left many things undone, promis- 
ing yourself that you would take care 
of them immediately upon your return. 
Some day death will find you in the 
same way. Death comes like a thief 
in the night. 

“What preparation have you made for 
the one big thing in life that should 
not be left undone? How about that 


things for that sweetheart, whom you 


you not make many sacrifices to bring 
that little life into this world to fill your 
heart with joy? If you loved them so 
purely and ardently surely you will take 


additional sacrifice in order that they 
may be protected from the embarrass- 
ment of public charity or the like after 
you are gone. 


Transaction of Dual Nature 


“Life insurance can be hastily defined 
as a financial transaction of a dual 
nature. In the first place, it is a good 
business investment because you save 
your money and it earns an interest for 
you at the same time. It protects your 
increasing financial obligations by being 
a quick asset in the hour of need. All 
successful men of affairs carry life in- 
surance. They are the best. testi- 
monials an insurance company has. Ask 
your friend in business. He'll tell 
you so. 

“In the second place, life insurance 
is a labor of love. It is a moral obliga- 
tion you owe your family and loved 
ones. Your wife, your children, your 
parents, have all helped you to enjoy 
this life. What are you doing to pro- 
tect them from the cruel world in case 
of your sudden death? 


Today Is Accepted Time 


“Today is the accepted time. To- 
morrow may be too late. Some of you 
men who sit here facing me today with 
bright, happy faces may never return to 
another luncheon. What right have 
you to believe that your turn is not the 
next one? Every day we read of some 
one unexpectedly called away. Pro- 
crastination causes dismay. Physical 
health is constantly changing. Today 
you may be an acceptable risk—tomor- 
row you cannot buy life insurance at 
any, price. Again I reiterate—today is 
the accepted hour. Why put this mat- 
ter off, men? You all admit the obliga- 
tion to your business and loved ones. 
Why, I ask you—why delay? 

“A bank account is good; but an in- 
surance policy is better. It is a bank 
account—and after death, protection. 

“Own your home: Fine. But some- 
times a home is a drug on the market. 
As long as you live you can arrange for 
a home for your family; but when death 
comes your family needs liquid assets. 
“Keep a budget? That’s commend- 





little mother and that darling baby of | 
yours? Did you not sacrifice many | 


promised to cherish and protect? Did | 
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the broader vision and make the slight | 
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‘“‘A Company For The People’’ 


GRANGE 
LIFE INSURANCE 
COMPANY 


LANSING - MICHIGAN 








GENTS representing the Grange Life have a number 
of points in their favor. It is a strongly ballasted 
institution, so that it appeals to those who are wont 

to scrutinize financial statements carefully. Its invest- 
ments are chiefly in farm mortgages which yield a large re- 
turn. These securities are the safest and most lucrative 
for life companies. 





To the man in the city, the Grange Life has an appeal be- 
cause of its plain, clear and business like policies. They 
meet every personal and business demand. 


To the people in the agricultural sections, the Grange Life 
is regarded as their own particular company. Much of the 
capital stock is owned by farmers. They have been back 
of it from its inception. They are giving it strong sup- 
port. 


The backing of the people in the rural localities means 
much to the agents who are selling Grange Life insurance. 
They have tangible support wherever they go. They do 
not have to be introduced, because the people know all 
about the company. 


The Grange Life is admirably located in one of the wealthy 
and prosperous states of the Union. Michigan is alive 
with industry. It is a state of manifold resources. It is 
an ideal home office state and a wonderful field in which 
to operate. 








Capital Stock - - $ 185,174.01 
Assets - - - 732,113.43 
Surplus - - 204,961.26 
Insurance in Force $10,967 ,689.02 








N. P. HULL 


President 


C. H. BRAMBLE 4 


Secretary and Treasurer 


I. D. WALLINGTON 


Superintendent of Agents 








When You Think of Michigan You Always Think of 


THE GRANGE LIFE 
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Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


Applications considered from reliable stock salesmen 
on new issue—20,000 shares—best of leads furnished 




















Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,'0.00 















Condition on December 31, 1919 
ah Senn ented aes ARE Gwe pashan neeuidewusmewuniaemeel $ 20,700,133.74 
BARRIER... oo ccccccceces REE TE EEE AE OS ERR & 2 650,203.62 
Sosteal on EET NEEL ORT ELEN: | .049,930.12 
I ee ... 176,501,808.00 
Payments to Policyholders .....................- TRALEE i: 1,851 ,338,97 
‘Total Payments to Policyholders Since Rietaien. ic diabews cd Whch $23,840,173.80 





John G. Walker, President 


THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "*"7,2s"* Pittsburgh, Pa, 

























able. But your wife can keep one of 
those after you are gone, if you leave 
her the funds to run it. 

“Make a will? Splendid idea! But 
ever remember that your life insurance 
policy is made payable direct to your 
beneficiary—no worry about probate 
courts. 

“Why insur- 


should you carry life 





Because you want success and 
happiness. Success means the insuring 
of your business responsibilities. Hap- 
piness means the protection of your 
loved ones. You can secure both. A 
life insurance policy in any strong, re- 
liable company will satisfy creditors and 
keep cheer and gladness around your 
fireside after you are gone.” 


ance? 








NEWS OF LIFE COMPANIES | 














Old Line Life, Milwaukee—Assets over | its mortality ratio was 67.8 percent. It 


$3,000,000 on Dec. 31; insurance in force, 
$33,000,000; income, $1,250,000. Operations 
are now extended over Wisconsin, Michi- 
gan, Illinois, Minnesota and Iowa. Jan- 
uary records showed a volume of $1,000,- 
000 new business. 

3k * * 

Cloverleaf Life & Casualty, Jackson- 
ville, Ill—Premium income _ $1,100,400, 
increase 58 percent. New life business 
$3,000,000. Mortality 40 percent. Aver- 
age rate of interest, 6.09; assets, $613,- 
293; increase, $76,986; paid policyholders, 
$344,146; capital stock, $200,000; net 
surplus, $52,141. 

* * * 

United States National 
Falls, 8S. D.—It commenced operations 
last March and closed the year with 
$1,100,000 of new business written within 
100 miles radius of Sioux Falls. The 
company shows total premium income 
for the year of $83,421 and total admitted 
assets of $8,738. The company writes 
only participating policies in the amount 


Life, Sioux 


of $5,000 each on “charter” members. 
* * * 
Farmers National Life, Chicago—Its 
business in January was 11 percent 


greater than January, 1920. The fact that 
the Farmers National does chiefly a farm 
business indicates that there is still 
plenty of business to be procured in rural 
territories. 


Manhattan Life—Its annual statement 
shows new business $15,144,659, increase 
$7,260,000; business in force $69,556,702, 
increase $10,000,000. Its premium income 
increased $285,379 and its assets in- 
creased $285,000. The total income ex- 
ceeded disbursements by over $226,000. 
The Manhattan had to meet a large num- 
ber of survivorship policies that are ma- 
turing and they were paid in cash. Its 
interest profit last year was $126,531 and 





increased its surplus $135,604. 
2 

Montana Life.—Its statement shows 
assets $3,403,221 as compared with $2,- 
745,852 a year ago. The capital stock is 
$250,000 and its net surplus $359,317. Its 
insurance in force is $35,379,261. Its 
surplus increased $28,969 and its insur- 
ance in force $4,362,025. 

. s * 

Security Mutual Life, Binghamton, N. 
Y¥.—It shows assets $11,331,434; surplus 
$406,491; income $2,749,574; increase in 
assets $1,090,271; paid policyholders last 
year $1,000,196; insurance in _ force 
$67,252,413; new business $9,293,000; rate 


of interest earned 5.42; mortality ratio 
66 per cent. 
* * x* 
International Life—Its annual state- 


ment shows assets, $15,386,558; gain, $2,- 
146,614; capital stock, $525,000; net sur- 
plus, $412,019; gain, $160,654; insurance 
in force, $130,628,075; gain, $30,188,018; 
premium income, $4,236,799; gain, $822,- 
674. 
* * x 

Reinsurance Life shows assets $980,693, 
capital stock $500,000, surplus $359,581, 
reinsurance in force $22,000,000. This 
company writes only reinsurance. 


*x* * * 

Home Life—Its new premiums last 
year will run $434,960; renewal pre- 
miums, $5,251,258; interest and rents, 
$1,949,613; assets, $40,465,508; paid policy- 
holders, $4,196,745; new business, $42,- 
951,134; insurance in force, $212,483,100. 


ae Se 
Great Southern Life, Dallas, Texas.— 


Assets, $10,348,510; capital stock, $600,- 
000; net surplus, $163,999; insurance in 
force, $105,573, 682. 


Lite—Assets $1,768,972 
gain $312,242; surplus to policyholders 
$244,006, gain $35,769; insurance in force 
$15,480,510, gain $2,808,322. 


Fort Worth 

































THE STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 
Incorporated 1844 


New operating in 22 states and the District of Columbia—through its 
loyal and efficient agency corps produced in 1920—its 75th Anniversary 
Year—the largest amount of paid business in the history of the Company. 


In every department the Company experienced its most successful year. 


B. H. WRIGHT STEPHEN IRELAND D. W. CARTER 
President Superintendent of Agencies Secretary 


| Are You P ermanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 

















ECRET OF OUR We have a contract for you under which your 
UCCESS IS 
ERVICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 
DETRO! 


FEDERAL CASUALTY COMPANY, miaitdin 


Cash Capital, $200,000.00 V. D. CLIFF, President 
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The OHIO STATE LIFE 
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NEWS OF LOCAL ASSOCIATIONS 








Baltimore, Md.—The annual meeting 
and election of officers of the Baltimore 
Association will be held Tuesday night, 
Feb. 15. An attractive dinner has been 
arranged for the occasion. A prominent 
insurance man has been secured to ad- 


dress the meeting. The report of the 
executive committee will be given by 
Charles R. Posey, chairman. President 


Charles R. Gantz will outline the plans 
for the Southeastern Sales Congress, 
which will be held March 10. The ap- 
plication of 31 Metropolitan agents for 
membership will also be considered. 

The one-day sales congress from all 
indications will be one of the strongest 
congresses held in this country. A strong 
program is being prepared for the day. 
President Gantz of the Baltimore ag- 
gregation has not given up hope of hav- 
ing Baltimore, Richmond, Washington, 
Hagerstown and Wilmington comprise 
the Southeastern congress and he will 
thresh the matter out thoroughly with 
National President Thorp. 

In order to accommodate the agents 
that will attend the sales congress 
President Gantz has secured the ball 
room of the Southern Hotel. It is ex- 
pected that close to 2,000 agents will at- 
tend, 

* sk st 

Chicago—The Chicago association will 
hold a business meeting at noon Feb. 15. 
Changes and amendments of the con- 
stitution and by- tawe will be discussed. 


Milwaukee, Wis.—The annual meeting 
of the Milwaukee association will be 
held at the Milwaukee Athletic club Feb. 
25. A program is now being prepared by 
President Manford W. McMillen and Sec- 
retary E. R. Gettings. 

* ok : 

Des Moines, Ia.—lIowa life underwrit- 
ers anticipate the largest gathering of 
life insurance agents ever assembled 
here when the one-day sales congress is 








held Feb. 17. The only other congress in 
Iowa will be held at Cedar Rapids, Feb. 
11. In addition to President Crville 
Thorp and the party of nationally known 
insurance men who will accompany him, 
the program provides for addresses by) 
Henry S. Nollen of the Equitable of Iowa, 
Sidney Foster of the Royal Union, Com- 
missioner Savage and Dr. Charles Med- 
bury, well known lecturer. 

Prizes of $15, $10 and $5 will be given 
for the three best four minute talks by 
agents on “My Best Sales Argument.” 
Three Des Moines men are judges—F. H 
Luthe, O. F. Sches and Lafayette Young 

A banquet and dance at the Hotel Fort 
Des Moines will wind up the day. Plans 
for the entertainment were discussed at 
a meeting of the Iowa Life Underwriters 
Saturday night. 

* «= * 

Indianapolis, Ind.—At the annual meet- 
ing of the Indianapolis Association Sat- 
urday the following offcers were elected: 
President, Elbert Storer, Bankers Life 
first vice-president, Joseph R. Raub, In 
dianapolis Life; second vice-president 
George S. Wainwright, Prudential; sec- 
retary, Richard H. Habbe, Massachusetts 
Mutual; treasurer, Daniel Flickinge! 
John Hancock. The retiring president. 
Ward H. Hackelman, was not present 
as he had been called away suddenly by 
the illness of his wife whom, according 
to physician's orders, he took to Florida 
last week. Mr. Hackelman’s adminis- 
tration was highly praised as one of the 
best in the history of the association. 
the membership having been very larze!y 
increased and many helpful meetings 
having been held during the year. Re- 
ports of the retiring officers showed 
that the association is in excellent con- 
dition in every way, with a substantia! 
surplus in the treasury. Plans were 
made for the coming sales congress in 
Indianapolis. 


Pending bills in the Indiana leg 








ff 



















February 10, 1921 











YOUR NAME 


Pan IS 


dvertising Pencils Build 
Good Will and Bring Results 


Turn your prospects into 
customers and your cus- 
tomers into friends by 
presenting them with 
high-grade Advertising 
Lead Pencils, printed 
with your advertisement. 
No other advertising spe- 
cialty costing so little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them 


Samples and quotations on request 


An “Ad” in the hand is worth 1000 
in the waste basket 
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ture now in session were discussed and a 
resolution was offered regarding House 
Bill No. 2, which is intended to broaden 
the powers of trust companies to include 
the writing of insurance. The resolution 
was passed seeking to have life insur- 
ance eliminated from the provisions of 
the bill. The discussion of this point 
developed the fact that trust companies 
throughout the state already control 
much life insurance business through 
their officers, directors, stockholders and 
those who seek loan accommodations 
from them which would otherwise go to 
local life agents. Russell Byers was ap- 
pointed as chairman of a committee to 
represent the association in looking 
after life insurance agents’ interests be- 
fore the legislature. 


x *« * 

Minneapolis, Minn.-—Members of the 
Minneapolis Association are just begin- 
ning to wake up to the importance of 
what they did during “Thrift Week.” 
The “stunt” was to offer prizes to school 
children for the best essays on “Why 
Daddy Should Buy a Life Insurance 
Policy.” The result has been astounding 
but the prize winners will not be an- 
nounced until next week. 
Soon as the association obtained the 
permission of the board of education for 
the contest scores of Minneapolis life 
salesmen visited the schools and talked 
life insurance. They did not talk for 
their particular companies and they con- 
fined themselves to plain, simple facts 
about life insurance in general. 
After that the salesmen said that if 
anyone wanted to ask questions they 
might do so. As a result the salesmen 





FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohic 
has just issued a very interesting booklet 
‘Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 








Agency Openings in 
Indiana 


for men who are ambitious 
to succeed 





Popular Priced Policies 





Specimen Rate 
Age 30 $14.28 
NATIONAL LIFE 
ASSOCIATION 
Des Moines, Ia. 








“THE COMPANY OF CO-OPERATION" 


DES MOINES 


LIFE AND 


ANNUITY 
COMPANY 


We will insure the whole family! 
Ang plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES .r-1 Bide.) IOWA 


TERRITORY 
SOUTH DAKOTA 


IOWA 





were swamped with questions, ten or 
twelve pupils sometimes standing up at 
once to propound their problems. All 
that was just the preliminary, however. 
More than 300 essays were turned in 
and the members of the committee ap- 
pointed to decide who were the winners 
have been busy ever since. The essays 
were limited to 200 words each and some 
of them are said to have been remark- 
able. The committeemen will not make 
their final selections until Thursday or 
Friday, but all six winners will have 
reason to be proud. Some of the in- 
surance men already are figuring on 
having some of the best essays printed 
in pamphlet form and used for sales 
arguments by salesmen. The first prize 
is $25, the second $15, the third $190, 
the fourth, fifth and sixth are $5 each. 
The contest was open to children in the 
fifth, six, seventh and eighth grades. 
The judges are George P. Blandford, 
H. W. Butts, C. M. Odell, H. F. Cooper 
and W. J. Keating. 
Orin L. Edwards, president of the 
association, and C. N. Patterson, secre- 
tary-treasurer, say that some of the in- 
surance men, not to mention others in 
the city and elsewhere, will have the 
surprise of their lives when they read 
the prize winning essays. 
The next association meeting will be 
merged with the sales congress. 

Ss ¢ s 
Oklahoma City, Okla.—Policyholders 
should be a life insurance company’s 
best advertisement, W. A. Buchholz, 
agent for the New York Life, told the 
Oklahoma Association at the weekly 
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The Northwestern Mutual Life 
Insurance Company was the pioneer 
in establishing rules to protect itself 
and its agents against evils which de- 
moralized the business. 


For twenty-seven years it has enforced a stringent 
Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage 
Rule which prohibits the acceptance of business 
from, or the payment of commissions to, other than an 
agent of the company. Exception only is made in the 
case of legitimate surplus business and then only from 
a licensed agent of another company upon an anti- 
rebate agreement from him. 


For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all ap- 
pointments to general agencies shall be made from those 
already connected with the company and otherwise 


To the literal enforcement of these rules is attributed, 
in large part, the success, high character and the loyalty 
of the agency force of 


THE NORTHWESTERN MUTUAL 
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COMPANY 


Wisconsin 











J. O. LUAGMAN, President 


DR. ANDREW JOHNSON, Seeretacy 


International Life & Trust 


Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 





luncheon Saturday. The right kind of 
service to policyholders and beneficiaries 
results in increased business for the 
company, Mr. Buchholz said. 

Charles F. Linder, agent for the Pacific 
Mutual Life, talked on “Selling In- 
surance to Friends and telatives of 
Policyholders.” Once a policy is sold, the 
holder becomes an assistant salesman, 
he said. 

The program was in charge of E. G. 
Bewley, general agent for the New York 
Life. 





Plans were perfected last week by 
which the 52 life insurance companies 
having headquarters or agencies in 
Denver will form an organization as 
the General Agents and Managers Club 
of Denver. 

The purpose of the new body is the 
“upbuilding of the life insurance busi- 
ness,” and to look after legislation 
affecting life insurance. The organiza- 
tion will also cooperate with the heads 








Denver General Agents Organize 





of the University of Denver in estab- 
lishing a life insurance school such as is 
conducted by the Carnegie School of 
Technology at Pittsburgh. 

At an organization luncheon the fol- 
lowing committee was appointed to 
formulate plans and draw by-laws and 
other features for completing the or- 
ganization: Charles E. Knight, R. E. 
Hooyer, O. C. Watson and J. H. Har- 





Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 


Payments begin immediately on approval of claim—no proba- 


tionary period. 


Monthly payments, lifelong, conditioned on permanence of dis- 


ability. 


Immediate waiver of future premiums—no waiting until next 


anniversary. 


Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 


of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
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34 Nassau Street, New York 
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National Life 
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ARTHUR E. CHILDS 


PRESIDENT 


Boston, Massachusetts 
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HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 

e 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 








HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 











The Provident Life 
and Trust Company 


of Philadelphia 


(Penna.) 


Provident agents are sell- 
ing not only protection but 
satisfaction. 

The policyholder who 
matures a Provident Long 
Endowment is a center of 
Provident influence in 
his community. 
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Question—Will you kindly advise} 
whether life insurance payable in in- 
stalments upon an income bond or 
monthly income plan would be subject 
to the federal estate tax over $40,000. 
If so, upon what part of the proceeds 
would the tax be levied? 

Answer—To answer the questions 
with reasonable accuracy requires that 
their meaning be made clearer than the 
enquirer makes them. Life insurance, 
when payable to beneficiaries other 
than the executors or administrators of 
the insured, under policies “taken out” 
by the insured, is, for the purpose of 
the federal estate tax, included as part 
of the decedent’s estate to the excess 
over $40,000. The statute so includes 
it. It is, however, the estate of the 
decedent which is taxed to an increased 
amount because of the inclusion of the 
life insurance. The life insurance fund 
is not itself taxed; it is really made the 
measure of an increased tax against the 
insurer’s estate. Of course this applies, 
by the language of the act, to the 
“excess over $40,000 of the amount re- 
ceivable by all other beneficiaries as in- 
surance under policies taken out by the 
decedent upon his own life.” By “all 
other beneficiaries” is meant all other 
than the executors or administrators of 
the insured. 


Not Actual Part of Estate 





I have always insisted that the fed-| 
eral estate law as it affects life insur-| 
ance payable to beneficiaries with de- 
pendent insurable interest in the life of 
the insured, cannot validly include as 
part of the insured’s estate the proceeds 
of such life insurance at all for the pur- 
pose of increasing the tax against such 
estate. In other words, I insist the 
provision of the estate tax to that effect 
is invalid. No one, as far as I know, has 
ever been bold enough to assert that 
the proceeds of such life insurance 
could by any legal process be made to 
become an actual part of such estate. 
That is, the insurance fund could not 
be actually taken into such estate. If, 
however, it be conceded that my in- 
sistence is erroneous and that the in- 
surance as explained, would be con- 
sidered as part of the insured’s estate 
for the purpose of the tax the natural 
conclusion would be that the commuted 
value at least would be the sum to the 
extent of which the estate subject to 
taxation would be enhanced. If, how- 
ever, the monthly income provided for 
be, for the life of the beneficiary and 
not for a fixed period only, the value of 
the annuity would be affected by the 
value of the deferred survivorship 


annuity. 


Monthly Income More Than Life Annuity 


In one aspect the monthly instalment 
life income is more than a life annuity 
because a life annuity only would have 
no commuted value. A life annuity 
only if possessed by the decedent whose 
estate is taxed, where the annuity was 
vested during the life of a person other 
than the decedent, would be taxed to 
the extent of its one sum value. It 
would be included actually in the estate 
because the estate or the heirs would 
continue to receive it, and be properly 
taxed as part of the estate. The one 
sum value, in such an event, would be 
fixed by the table published on page 19 
of Regulations 37, on a 4 percent com- 
putation. Under this table if the dead 
man had owned an annuity of $600 a 
year or $50 a month to run throughout 
the life of one who survives him, if the 


INCOME BENEFITS || 
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survivor be 40 years old at the time of 
the decedent’s death, the amount added 
to the estate for the purpose of the 
estate tax would be $9,055.77. If, how- 
ever, the surviving life were at age 50, 
the amount added to the estate would 
be $7,462.19. 

Government’s Position Not Indicated 

Whether the government would at- 
tempt this basis of valuation, on a 
policy which would be part of an ex- 











cess over the $40,000 described, has not | 
been indicated by any ruling of which | 
I am informed. I think at least the | 
commuted value would be considered | 
as part of the insured’s estate. It is| 
likely that the value of the deferred | 
survivorship annuity, purchased by the 
premium over that paid for the amount | 
of the commuted value, would be added. 
On a 3 percent assumption, $766 would 
pay $1,000 as an aggregate of 20 yearly 
instalments. Under the _ instalment 
table distribution in the policies of the 
3 percent companies with 20 years 
certain income, for every $766 of fixed 
sum distribution an instalment for life 
liability would be assumed by the com- 
pany for the continuance of the income 
during the beneficiary’s life beyond 20 
years. At age 40, this instalment pres- 
ent liability would be $235 for each 
$966 affixed period liability, at age 50, 
$117. That is under a $10,000 policy 
the company would distribute a life 
income of $499.50 for the life of a 
beneficiary age 40, with 20 years certain. 
The company’s present liability would 
be $7,660 for the period certain and 
$2,350 for the survivorship liability. On 
a fixed monthly income policy, at same 
age of beneficiary, the commuted value 
of a $50 a month policy would create a 
liability of $9,190 and, without comput- 
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ing it, say $2,800 of survivorship lia- 
bility. 
Might Consider Installment Liability 


The government might consider the 
amount of this instalment liability, if 
the income be for the life of the bene- 
ficiary, as the measure of the value of 
the deferred survivorship annuity. I 
do not know that the department has 
made any ruling on this phase of the 
problem. It is true that other forms 
of trust incomes are taxed on the basis 
of “present worth” at the time of the 
decedent’s death. 

However all this be, if the inclusion 
of insurance as part of the decedent’s 
estate be valid where the estate is not 
the beneficiary, it would seem that the 
valuation would be made as any other 
similar income would be valued. 

Of course, there is no question of 
income tax. Life insurance payable to 
individual beneficiaries, whether in one 
sum or in instalments, is not subject to 
income tax. I have recently replied 
to a query as to instalment distribution 
of income under a policy payable to a 
corporation on the assumption that 
such insurance may be taxed as income. 
This, it will be understood, is not a 
question in any way similar to the one 
here considered. 


Miller Agency’s Good Record 


H. T. Miller, agency director of the 
New York Life at Minneapolis, an- 
nounced that the paid business for 1920 
in the 32 Minnesota counties embraced 
in his territory shows a 40 percent in- 
crease over 1919. The paid business 
in 1920 was $7,031,000. The new agents 
employed in 1920 paid for a greater 
volume of business during the year than 
the new agents employed in any other 
year in the history of the branch. 

That is not all, however. While 
January in 1920 was the biggest in the 
history of the agency, the new business 
for January, 1921, exceeds the 1920 busi- 
ness, notwithstanding present business 
conditions. 

“I expected a slump in January of 
this year,” Mr. Miller said, “so when 
I went down to Florida for the conven- 
tion there I arranged to have daily re- 
ports sent to me. was amazed at 
the reports that came in as the volume 
was more than satisfactory. I was 
more pleased, in fact, at last month’s 
business than the business obtained in 
any other month in my career. It was 
a barometer month for us and no mis- 
take, as the first month always is an 
indication of how things are going the 
rest of the year.” 


37,005 PEOPLE 


wrote to us last year and asked for an illus. 
tration of our “Income for Life” at their age. 

is valuable lead service explains why our 
1919 business showed a gain of 81 per cent. 
The Fidelity operates in 40 states. Full level 
net premium reserve ss. Insurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pre. PHILADELPHIA 








MR. AGENT! 
Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 








It does 3 things: 
q = every Agent a Square 


q Pays equal compensation for 
equal work. 

q Affords every Agent the 
same opportunity for ex- 
pansion and organization 
building. 

These are three things which 


most agency contracts do not do. 
Does yours? 


Ask about the Square Deal Contract 


Nat hvenaly* 
nsurance Company, 


Madison, Wisconsin 











HOTEL WISCONSIN 
Big Hotel ef Milwaukee 
HEADQUARTERS for INSURANCE MEN 
500 Rooms—400 with Bath 
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MINNEAPOLIS SALES PROGRAM FIGHT ON FOR DES MOINES 


Plans Completed for One-Day Congress 
Which Will Be Held at West 
Hotel on Feb. 18 


Life underwriters from all over Min- 


nesota and North Dakota are expected 
ta attend the one-day sales congress at 
the West Hotel, Minneapolis, Feb. 18. 
The program for the congress is as fol- 
lows: 


Morning Session 


Meeting called to order by Orrin L. 
Edwards, President Minneapolis Associa- 
tion of Life Underwriters. 

Familiar Songs: Led by Rollo Wells. 

Address of Welcome: J. E. Meyers, 
Mayor of Minneapolis. 

Association Plans: Orville Thorp, 
Dallas, Tex., President National Asso- 
ciation of Life Underwriters. 

“Business Insurance:” Chas. W. Sco- 
vel, Ex-President National Association 
of Life Underwriters. 

Discussion. 

“The Selling Process:” 
son, Dallas, Tex. 

Discussion and Questionnaire: 

(a) Approaches on first interview. 
(b) Approaches on business men. 
(c) Approaches for farmers. 

(d) Approaches for women. 


Barney Pear- 


Afternoon 


Called to order by Alvin G. Herrmann, 
President of St. Paul Association, 

Familiar Songs: By the audience. 

“Life Insurance to Cover Inheritance 
Taxes:” Orville Thorp. 

Discussion and Questionnaire. 

Familiar Songs: By the audience. 

“Life Insurance to Provide a Monthly 
Income for the Family and Insured’s Old 
Age:” Chas. W. Scovel. 

Discussion and Questionnaire: 

(a) How to sell insurance. 

(b) How to sell income for insured's 
old age. 

(c) How to sell in multiples of 
$2,500 instead of $1,000. 

(ad) How to sell enough insurance 
to continue one’s present 
earnings. 

(e) How to use the “Amount of 
Accident Weekly Benefit the 
Prospect Carries to Protect 
Himself to Determine Amount 
Needed for His Wife.” 

Parting Songs 





Court Rules on Policy Lapse 


The Indiana appellate court has 
affirmed a judgment of a lower court in 
favor of the Mutual Life in a case 
where after the policy had run several 
years a change of beneficiary in favor 
of insured’s estate was made and a loan 
obtained to the extent of its loan value 
at that time. The insured paid the 
next quarter’s premium and later used 
the cash dividend to pay another quar- 
ter. He died while the next quarter’s 
premium was unpaid. Counting interest 
on the loan already made the excess 
cash surrender value was not sufficient 
to pay another quarter’s premium, as 
provided by the policy. 

The court holds that the policy had 
lapsed because of the non-payment of 
the premium and the fact that the com- 
pany had mailed out notice the day after 
the death of the insured of the date on 
which the interest on the loan was pay- 
able and its amount was in no way a 
waiver of the non-payment of the pre- 
mium past due, the policy containing a 
provision for reinstatement of lapsed 
policies. The court further decides that 
the fact that the last quarter’s premium 
Payment was made on the anniversary 
of the policy did not operate to con- 
tinue the policy for a whole year, with 
only a lien for the unpaid premium for 
the other three-quarters. The court 
holds that whatever was the purpose 
ot the change of beneficiary at the 
time of the loan, that it was according 
to the terms of the policy and the loan 
was a valid lien against the policy. 





Guardian Life Conference 


The Guardian Life of New York will 
hold a conference of its central western 
managers in St. Louis this week. Vice- 
President T. L. Hansen is on from the 
home office. Last week the eastern 
managers met at Rochester. The south- 


~ managers will meet at Jacksonville, 
a. 


| Life Company’s Stock Is Being Raided 
by Outsiders—Big Con- 

test Is Raging 

DES MOINES, IA., Feb. 9.—Vice- 
President and Agency Manager A. L. 
Hart of the Des Moines Life & An- 
nuity is making an earnest effort to 
keep the company intact, inasmuch as 
ja raid is being made on its stock. 
Stockholders have been approached 
with offers from $6 to $8 for their hold- 
ings, the par being $10. A local brok- 
erage firm is acting as intermediary in 
the purchase of stock. The company 
has $900,000 assets and $14,000,000 of 
insurance in force. It is said that A. C. 
Johnson, who was recently elected 
president of the State Life of Des 
Moines, and A. C. Tucker, who was the 
chief factor in combining the Provi- 
dent Life of this city with the State 
Life of Decatur, Ill., are back of the 
deal to get control of the Des Moines 
Life & Annuity. The officials of the 
company are back of Mr. Hart in his 
effort to save the company. The an- 
nual meeting will be held the middle of 
this month and the issue will be brought 
to a head at that time. 








Minnesota Mutual’s Analysis 
The Minnesota Mutual Life has analyzed 
in a very interesting way its 1920 pro- 
duction record. It brings out a number 
of interesting features. The analysis is 
as follows: 
| TABLE “A” 


Total Issued Busi- 
ness—1920 (Less 
“Not , Takens”). 

|Total Production 

| Full time men.$21,957,250 

Total Production 

| Part Time Men. 

Total Home Office 

| (Including Ad- 


$26,143,004 


1,424,000 


ditions and Re- 
insurance) ..... 2,761,754 


$26,143,004 





Less Home Office 
(Including Ad- 
ditions and Re- 


insurance) ..... 





2,761,754 





Net Business, 
1920, of Field 
Representatives. 
TABLE “B” 
Source of Production—1920 


$23,381,250 


Per 
Amount Cent of 
Full Time Representa- Total 
a eee $21,957,250 93.9% 
Part Time Representa- 
COUGD Cie es cccccass 1,424,000 6.1% 





$23,381,250 100% 
TABLE “C” 
Analysis of Full Time Production—1920 


No. of 
Individ- Amount Average 
uals Amount 


Contracts in 
force entire 
period ...... 79 $16,657,000 $210,848 

Contracts en- 
tered into 
subsequent to 
Jan. ist and in 
force Dee. 
De vesdnnene 61 

Contracts can- 
celled prior to 
ee. S586 .... 


3,875,750 


1,424,500 54,788 








EEE ki ccan 166 $21,957,250 $132,273 
TABLE “D” 
Analysis of Part Time Production—1920 


No. of 
Individ- Amount Average 
uals Amount 


Contracts in 
force entire 





EE ww akan 69 $855,250 $12,395 
Contracts en- 
tered into 
subsequent to 
Jan. ist and in 
force Dee. 
me e0cacdene 64 519,250 8,113 
Contracts can- 
celled prior to 
Dec. Sist .... 37 49,500 1,833 
Totals ....160 $1,424,000 $ 8,900 


TABLE “E” 
Net Issued Business 





EE teékekeeeneeed $26,143,004 
Net Issued Business 
MOE 6 esnseeeeeoeeas 21,957,884 
Gl shétehbsaceuasen $ 4,185,120—19% 
, 














PAID POLICYHOLDERS $9,600,000.00 


Royal Union Mutual Life 
Insurance Company 


Des Moines, Iowa 


35th Annual (Condensed) Statement 
Ending December 31, 1920 


SUMMARY OF YEAR’S BUSINESS 


Total Insurance in force, December 3lst................. $63,801 ,282.00 
Gain in Insurance in force, for 1920................esseee: 5,716,667.00 
Securities on Deposit December 31, 1920, with the State, 

Oe NE ic canksusnbetuesensecanebe 9,088,487.00 
I Ec ntevesavetascktacdsssebotasauent 2,915,489.00 
Gain in Income for 1920............ EAA AES SES SoA 81,539.00 
Total Admitted Assets, December 31, 1920................ 9,904,900.00 
Se ae rrr ey rere 938,380.00 
Total Surplus, Assigned and Unassigned................. 1,057,730.00 
SAE Cte IIR, i600 ocicccesccceconeeecns 9,312,399.00 
Average Interest and Profits Earned (per cent).......... 6.18 


PRESENT ASSETS TO CREDIT OF POLICYHOLDERS $9,904,900.00 
.$ 9,088,487.00 


Securities on deposit with the State of lowa.... 
Legal requirement under lowa Deposit Law..... 8,575,175.00 
Excess of deposits above legal requirement............. 513,311.64 
Sworn valuation of securities on real estate mortgages. 19,316,640.00 
Amount of assets invested in real estate mortgages..... 7 654,753.00 
Excess of sworn value of securities above amount loaned. .11,661,887.00 

The normal death rate is gradually returning. The experience 
for 1918 is 127%; 1920 is reduced to 66%. 


INSURANCE ACCOUNT 


In Force, January 1, 1920 (35,018 Policies), Amount....... $58,085,615.00 
Total Insurance in Force, December 3lst......... are 63,801 ,282.00 
Gain in Insurance in Force...... 5,716,667.00 


FRANK D. JACKSON 


President 


SIDNEY A. FOSTER 


Secretary 











QUALITY INSURANCE—CHARACTER SALESMEN 


Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal Equipment, who is 
“Pour Square” and willing to work; can make not less $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 

Great unity for the men who can qualify!! 

From yy, 1919 to May, 1920, Twelve months—one year—we wrote Ten 
millions Life Insurance. How? Let ustell you. We have the plans; we furnish 
the leads. If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 











Onto Naionat Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 
the best time to get connected with a solid com- 

pany and build a foundation for the future. Good 
business was never so easy to get. People believe in 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 
President Secretary and Agency Manager 
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The Test of Service 


The ultimate success of a life insurance company 
depends upon what those who have bought its 
policies in the past think of the service they have 
received. The Massachusetts Mutual passes this 
test with flying colors. Over $45,000,000, or 35%, 
of the business delivered last year was on the lives 
of men and women already insured in the Company. 















JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts. 
Incorporated 1851 




























Security Mutual Agents 
are successful 
WHY ? 


The reasons are many 


First —Our rates are right 

Second—Our policies are attractive 

Third —Our Company is reliable 
Fourth—Our agents have our co-operation 


We can give good men good territory 


xu ae are interested, address 
H. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE CO. 


Binghamton, N. Y. 






































Great Southern Lite 


Insurance Company 


HOUSTON-DALLAS 
‘Texas’ Hundred Million Dollar Company”’ 


Has never issued a policy with 

Double Indemnity 

Premium Reduction 

Coupons 

Group Insurance 

(No frills or trimmings) 

Issues only 

Plain, Simple Contracts 


Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 


Full Total Disability Benefits 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


oO. S. CARLTON, President, Houston 
E. P. GREENWOOD, Vice-President, Dallas 































$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or illness. $6,000.00 
fordeath by ordinary accident,$12,000. 00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 


Our top salesman made $12.000.00 last F Does it i in- 
terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, Vice-President. KANSAS CITY, MISSOURI 





























IMPORTANT PRINCIPLE 
IN OLD COLONY CASE 


(CONTINUED FROM PAGE 3) 


fense is concerned, the company would, 
under the present interpretation of the 
clause, be at the mercy of the claimant. 
Nothing would be simpler than to do 
as the interested parties have done in 
the present case—bring no suit until 
after the contestable period has ex- 
pired. 
Differs From Monahan Case 


The counsel for the company has 
pointed out four distinctions between 
the Monahan case and the case at bar, 
in attempting to disprove the decision 
in that case as a basis for deciding this 
case. The first one is that the policy 
in suit was issued after the enactment 
of the policy provision law, while in the 
Monahan case the statute had not yet 
been enacted. Secondly, the counsel de- 
clared that the defense in the Monahan 
case was not fraud in procuring the 
policy, but technical breach of war- 
ranty, and that the decision in that case 
was given with the latter construction 
in mind. 

Say Fraud Is Contestable Ground 


The third distinction is that the incon- 
testable clause under consideration in 
the Monahan case excepted fraud, 
which permitted the company to con- 
test the policy at any time on the 
ground of fraud. It is pointed out that 
neither in the clause involved in the 
policy under consideration or in the 
statute, which has been enacted since 
the Monahan case, is mention or reser- 
vation as to fraud made. Fourth, in the 
Monahan case the administrator was 
appointed during the contestable period, 
and the company had the opportunity 
to file a bill during that period to can- 
cel the policy. In this case the admin- 
istrator was not appointed until more 
than nine months after the expiration 
of the one-year contestable period had 
expired. 

Principle Is Very Important 

The companies regard the principle 
involved in this case as one of tremen- 
dous importance. The _ incontestable 
clause is already interwoven in the 
statutes of 23 states, and it is expected 
that within a brief period the other 
states will have enacted similar legisla- 
tiou, because policy provision laws are 
in accordance with the trend of the 
times. If the rule of construction 
adopted in the Monahan case is to be 
applied to _ statutory 
clauses, the practical result will be that 
claimants having doubtful claims will 
hereafter always refrain from com- 
mencing their action upon the policy 
until the termination of the incontest- 
able period. Thus the companies will 
be forced to pay claims upon policies 
obtained by the grossest fraud, where 
the insured dies a short time after the 
fraud was committed, as a direct result 
of diseases fraudulently concealed. In 
cther words, it will mean that all poli- 
cies will be contestable from date. 


Wells to Be Chicago Speaker 


Dr.. Franklin C. Wells, medical di- 
rector of the Equitable of New York, 
will be one of the many prominent 
speakers to address the life insurance 
sales congress at Chicago, Feb. 21. 
Dr. Wells is well known to life insur- 
ance men throughout the country for 
his eloquence and ability to handle his 
subject. He will speak on “Selection,” 
especially as it affects the agents in 
the field. The plans for the congress 
are about complete and the committee 
will announce the entire program within 
a short time. 


Company Loses Case 


BALTIMORE, MD., Feb. 9.—A decision 
against the Eureka Life was rendered 
today in the city court in the suit of 
the estate of Annie Slots for payment of 
an alleged suicide claim. <A _ verdict 
against the company was rendered by 
the jury. The court ruled the company 
must pay the policy of $250 with interest. 

The case, which terminated today, is a 


incontestable | 





peculiar one both from a lay and insur- 
ance standpoint. George Englehardt, the 
deceased, was said to have killed his 
sister, Mrs. Annie Slots, who was the 
beneficiary, a boarder in her home, a 
Mrs. Allen, and is then said to have shot 
himself. The coroner gave a verdict of 
suicide. All four were insured in the 
Eureka. The company paid the claims 
on the three murdered parties but re- 
fused to pay the Englehardt claim. 
Although it is believed that Englehardt 
was a suicide, the company was not able 
to definitely establish that fact as there 
were no witnesses to the shooting of 
the quartet. In addition, Englehardt was 
found with a bullet wound in the back 
of his head with the revolver lying on 
his arm, 


Program for Omaha Congress 


At the one-day sales congress of the 
Missouri Valley Life Underwriters, to 
be held in Omaha, Feb. 15, Edward J. 
Phelps, president of the Omaha Life 
Underwriters Association, will preside. 
Mayor Smith will make the address of 
welcome, to which T. W. Blackburn, 
secretary and counsel of the American 
Life Convention, will respond. 

Orville Thorp, Dallas, Tex., will dis- 
cuss association plans, and Barney 
Pearson, Dallas, will talk on “The 
Selling Process.” Charles W. Scovel 
of Pittsburgh will discuss business in- 
surance. At noon the delegates will 
be given a luncheon by the Omaha life 
underwriters and the business session 
will be resumed at 1:45 p. m. 

Mr. Thorp will speak again, this time 
on “Insurance to Cover Inheritance 
Taxes,” and W. B. Young, chief of the 
bureau of insurance at Lincoln, will dis- 
cuss “Needed Legislation.” Burton H. 
Saxton of Sioux City will make a speech 
on “More Insurance for Old Policy 
Holders” and J. W. F. Moore, presi- 
dent of the South Dakota Life Under- 
writers, will give some answers to the 
general question, “Why Life Insur- 
ance?” Orville A. Andrews, Lincoln, 
will tell of “Compiling a Prospect List” 
and Mr. Scovel will again speak on 
“Income Insurance.” 








Holzman Agency Celebrates 


The Alfred Holzman agency of the 
Equitable of New York at Chicago cele- 
brated the success of 1920 in writing 
over $9,000,000 of new business with a 
dinner at the Chicago Lincoln Club and 
a theater party, last week. Fifty-three 
agents participated in the affair. Be- 
sides establishing a record in life busi- 
ness the Holzman agency during the last 
year collected more than $50,000 in acci- 
dent and health premiums. 


Prudential Promotions 


Archibald M. Woodruff has been pro- 
moted from the position of assistant 
secretary of the Prudential to that of 
third vice-president and manager real 
estate loans. 

Robert H. Bradley has been promoted 
from the position of assistant manager 
to that of associate manager of the bond 
department. 

Dr. Chester T. Brown hag been pro 
moted from the position of acting as- 
sociate medical director to that of as- 
sociate medical director. 

The designation of Dr. William G 
Exton has been changed from assistant 
medical director to director Prudential 
laboratory. 


Southern L. & T. Promotions 
H. B. Gunter, agency manager of the 
Southern Life & Trust of Greensboro, 
N. C., has been made first vice-president, 
succeeding R. J. Mebane, resigned. As- 
sistant Agency Manager T. D. Blair has 
been appointed assistant secretary. Mr 

Blair has also been elected a director 


J. E. Walker has been transferred 
from Lansing, Mich., to Indianapolis. 
Ind., as general agent of the Michigan 
Mutual Life for a large part of Indiana 


The Medical Side of Field Work, bY 
Dr. William Muhlberg, Medical Direc'or 
of the Union Central Life Insurance ©o.. 
will soon be published by the Rough 
Notes Company. Dr. Muhlberg hasm ade 

a special study of medical problems from 
the agent’s standpoint. All questions 
are treated in a clear, non- technical wav. 

@ book gives much information which 
is oa the greatest value to life insurance 
solicitors. Place your order now for @ 
copy with The National Underwriter. 
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Five Enemies of Salesmanship Are 


LIFE INSURANCE EDITION 2) 











Given to Detroit Life Underwriters by 


Harold P. Trosper 





This talk on the A B C of life 
insurance salesmanship was given 
at last week’s meeting of the De- 
troit Life Underwriters’ Associa- 
tion by Harold P. Trosper of the 
Northern Assurance. He made 
a great impression on the 132 
present and there wasn’t an ama- 
teur or a cub in the bunch. The 
Detroit men have a remarkable 
organization. Out of the 200 or 
250 constituting the membership, 
every meeting, whether it be at 
noon or in the early evening, is 
attended by never less than 100 
and usually by 150 or more. 











DIDN’T tumble into the business 

because of lack of something to do. 

I went into it deliberately, cold- 
bloodedly, because I thought it was a 
good business and that I could succeed 
in it. I had spent six years in uni- 
versity training for the practice of law, 
and the best I could make in the small 
Michigan town in which I lived was 
$3,500 a year. When I read of Rosen 
writing a million a month I made up 
my mind there must be plenty of men 
who could write a million a year, and 
that would be a pretty good business 
for me, 

I figured that if it took six years’ edu- 
cation and training to make $3,500 a 
year it would be worth while to spend 
time and effort to make $30,000 a year. 
_ Life insurance is bigger than any man 
in it. Begin where you will, but don’t 
figure it is going to pay you unless you 
give it the study and attention worthy 
a profession. No man’s judgment is 
better than his information. You can’t 
effect a sale unless you can give this 
information. 


Five Elements 

of Salesmanship 

Now, how are you going to get it 
across? There are five elements of 
salesmanship and missing any one of 
them is fatal. A, introduction; B, atten- 
tion; C, interest; D, concentration; E, 
desire. If you follow these logically 
and in sequence there follows: E, de- 
sire. 

In closing the sale don’t say “Sign 
here!” Offer a suggestion; don’t give 
an order. Suggest, say, that he just 
write his name on the dotted line, as 
you indicate it. 


All Periods Alike 
in Life Insurance 


In a period such as we are passing 
through some complain that it is hard 
to get business. ° This mental attitude is 
all wrong. All periods are alike in life 
insurance. December is supposed to be 
a poor month—Christmas presents, col- 
lections slow, sales halting—everything 
going out, nothing coming in. 

There are too many sympathizers 
vith this kind of objection. One of 
our men did $210,000 in December, as 
much as he had done in the preceding 
eleven months. He landed two $25,- 
006 policies early in the month, the big- 
gest he had ever written. Then he 
knew what he could do and he was 
filled with enthusiasm. You couldn’t 
stop him after that and he’s still going 


Man “Up Against It” 
Wrote $40,000 in Month 


Another of our men works in the 
copper country. Business was poor. 
He wrote in that he couldn’t get an ap- 
plication. I suggested he be trans- 
terred to the iron country, the com- 
Pany to pay his expenses for a couple 
_ months. He didn’t want to leave his 
jome territory. He didn’t want to be 
away from his family and he couldn’t 
afford to take them with him. He was 
plumb up against it. What did he do? 





of Northern Assurance 


Stayed where he was and wrote $40,000 
in the month. 

Last month, January, men would say 
to me: “I will wait until April, when 


business will be picking up,” or “I'll lay | 


it over until March, when collections 
will be coming in.” If I had paid any 
attention to that line of talk my sys- 
tem would have been poisoned. I sold 
$160,000 in January. I have sold three 
millions in three years. 


Can’t Sell Without 

Believing in Work 

But I couldn’t sell if I didn’t believe 
I was doing good to others. If my 
Creator gives me ten years more I'll be 
able to look back on a life well spent, 
on the good done for the host of 


widows and children, the good done to | 


men who have been totally disabled. I 
ask, can you do more in this life for 
humanity than to show men the error 
of their ways, the I O U’s for losses in 
poker games, the purchase of worthless 
“securities”? You have never seen a 
man cash in on a life insurance contract 
to pay for such things as these. 


Policy Abstract Thing 

to Average Man 

To the average man a life insurance 
policy is a very abstract thing. He 
can’t see it, he can’t feel it, he can’t cut 
coupons from it. You can show him 
that it is the most concrete thing in 
existence. Sell him something concrete, 
if he wants it that way. Sell him a 
house and lot; he can buy it with life 
insurance. He can have $30,000 to his 
credit on the company’s ledger to give 
his wife a quit claim deed when he 
dies. If the home is being bought on 
contract the seller gobbles it up, but a 
policy would hold it and clear it in 20 
annual installments or less. 

If he is buying a “two-family” and 
becomes totally disabled the company 
will give him a deed and he can get 
$100 a month out of the property as 
long as it stands. 


Too Many Agents 
Afraid of “Big Men” 


The average life man is afraid of a | 


“big” man because he has a million or 
so, sits in a mahogany furnished office 
and has a room full of secretaries to 
guard him. He’s no different from the 
rest of us. He can’t sleep in more than 
one bed at a time and he can’t eat any 
more than we can. 

A man feels indebted to you after 
you have sold him. He knows you 
have done him a good turn. My men 
meet me with a smile. They’re glad 
to see me. 


insurance policy, and the members of 
this association don’t sell 
else. 


You can’t have the Morris chair habit | 
You | 
You got | 


and succeed in life insurance. 
can’t sell ’em over the phone. 
to have the salesman’s itch; to have it 


so bad that you can’t sit in a chair. | 


You’ve got to want buyers bad enough 
to go and get ’em. 


Housing Plan Offered 
This Salesman a Chance 


Which He Used Well 


N enlightening story on how to sell 

life insurance is being told in Mil- 
waukee. It was a small city under- 
writer who “turned the trick,” stating 
it figuratively. This underwriter saw 
in the papers last fall announcement 
that a housing corporation was about 
to erect 400 houses in an igdustrial cen- 
ter a few miles from Milwaukee. It 
meant nothing to him, a new man in 
the business, until his wife recalled how 
the two, themselves, some years before 
bought a house on the payment plan 
and took out a policy to cover against 








ILLINOIS 


the Secretary today. 


We know you'll like our proposition. 








If you live in Illinois, or want to locate there— 
NOW is your chance. 
tory open in which we want to place some real live men 
—men who will appreciate a Direct Home Office Con- 
tract with big first year Commissions and Renewals 
that are worth while. 

We make it easy for you to sell our Policies by giving you 


the best policies to sell, and then showing you how to sell them 
We give unlimited service to Agent and Policyholder alike. 


We have some excellent terri- 


Address a letter to 


Marquette Life Insurance Company 


Julius M. Gass, Secretary 
SPRINGFIELD 


The Marguette‘‘Has Stood the Test’’ 


ILLINOIS 














HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 8 
bi 


months next 
Tp ustrial f 
inary & ! 


by State orsement. 


rthday to 60 years. : 
jes are in full immediate benefit from date of issue. 
es contain a valuable 


Disability clause and are guaranteed 
. 


GQOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 


BASIL S. WALSH, Pres. 


JOSEPH L. DURKIN, Secy. 


JOHN J. GALLAGHER, Treas. 








They get buncoed on some | 
things they buy, but never on a good | 


anything 


GreatRepublicLife Insurance Company 
LOS ANGELES, CALIFORNIA 


Capital, $500,000 


Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


H. S, BRIDGEWATER 


26-08 Title Guaranty Bldg., 


t. Louis, Missouri 
Mgr. Missouri and Kansas 


J. R. RAILEY 


401 Dallas County State Bank Building 
Dallas, Texas 


Mgr. Texas and Oklaho 


W. H. SAVAGE, Vice-President and Agency Director 














*THE FARSEEING AGENT KNOWS 









The demon- 

that his strated values 
sbilities linked offered your 

wp vik the <<a a 
peticies of AFE INSURANCE COMPANY  conrivEnce 





o BOSTON, MASS. 


MUST WIN ALL THE TIME 


— 
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For information address: 


THE 


OF IOWA 


RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


1921 


EQUITABLE LIFE INSURANCE COMPANY 


Sixty-nine per cent of all business written 
since organization still in force. 


Home Office, Des Moines 





















Kansas 


LEADS 


Home Offices 


Insurance Company 


life insurance company. 


THEM ALL 


Wichita, Kansas 


The Farmers & Bankers Life 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Truly it 


18 KANSAS 















More Than One Million Policies Now In Force 
















Assets 


Policies in Force 
Insurance in Force 


Jan.1,1910 Jan. 1, 1915 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 


Jan. 1, 1920 


$ 4,867,379 $ 8,763,566 $ 18,682,446 


342,972 
44,780,907 


551,969 
79,619,435 


Organized February 23, 1888 


1,058,956 
191,495,761 


Attractive opportunities open to agents in Ohio, Indiina, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 


























OF INSURANCE IN FORCE 


ST. PAUL, MINNESOTA 


RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 


The Minnesota Mutual Life Insurance Co. 














the possible death to the head of the 
family. 

The underwriter hied himself to the 
director of the housing corporation, 
which was a co-operative affair financed 
by some factory owners, and put a plan 
before him. He presently got the 
names of all those for whom the houses 
were being built. 

Then getting his own experience in 
front of the prospective home owners, 
one by one and in groups of up to ten, 
he sold them term policies to cover the 








balance that would be due on the 
houses, all of which were bought on the 
time payment plan. He showed them 
where the premiums would add only 1 
percent to the interest that was being 
paid to carry to loans on the houses. 
In other words, where they paid 7 per- 
cent interest on the mortgage loans, the 
premium made only 1 percent more, 
and the whole proposition could be car- 
ried as if the interest on the mortgage 
loan was 8 percent, a low rate last fall 
for housing propositions. 








MAIL ORDER CAMPAIGNS ARE FUTILE 
Only Way Life Insurance Can Be Sold Is by Personal Contact 











HERE are many agents in the 
"T business today who continue to 
solicit life insurance by mail cam- 
paigns and letter writing. It is strange 
to note that these are not all new agents 
either. Some of them are men who 
have grown old in the business. They 
are experienced. They have had the 
opportunity of studying the methods of 
those more successful than them- 
selves. Many of their fellow agents 
are men who once believed in the mail- 
order system but have cast it off and 
are now forging ahead. Managers 
have been arguing against it since it 
originated, and still they persist. 
Means Much Wasted Effort 
It cannot be said that agents who 
employ this method of selling life in- 
surance are lazy. The time, labor and 
expense which mail campaigns and let- 
ter writing involve belie such an asser- 
tion. These agents will always be 
found at their desks, working eight 
hours or more every day. They seem 
to be energetic and intelligent. They 
understand life insurance thoroughly 
and can discuss it with their fellow 
agents very fluently. But they are 
merely marking time. They are probd- 
ably putting just as much effort into 








their movements as the man who is 
moving forward; nevertheless they are 
standing still. The men about them 
are selling insurance. They are not. 
Insurance Not Mail-Order Business 

The primary reason for their failure 
is obvious. They are presenting argu- 
ments for insurance in typewritten copy. 
They have a long mailing list, and their 
arguments are spread broadcast. Why 
are their efforts without result? Be- 
cause they are merely providing fuel 
for the waste basket. They put insur- 
ance in a class with other cheaply ad- 
vertised products. They make of it a 
mail-order busines. Men have no time 
to trifle with the unimportant today. 
They must give their attention to the 
vital things that are productive and 
worth while. The average commodity 
advertised and sold on the mail cam- 
paign basis is not worth while. How 
are business men to know that within 
an envelope, obviously of the mail or- 
der variety, there is something pro- 
ductive and beneficial? 

Life insurance must be sold by direct 
contact with the prospect. The per- 
sonal equation enters into it strongly. 
The agent must exercise his personality 





in selling his prospect. 








Mutual Trust’s Figures 


The new statement figures of the Mu- 
tual Trust Life of Chicago show new 
paid-for business of $21,294,000. On a 
written and examined basis the com- 
pany shows over $25,000,000. This com- 
pares with $17,560,000 written and paid 
for in 1919. The company now has in- 
surance in force on a paid-for basis of 
$66,175,685. 
total $5,939,063, compared with $4,636,- 
003 which the company showed at the 
end of 1919. The company’s surplus is 
approximately the same as last year. 
During 1920 the company had an an- 
nual income of $2,649,614, compared 
with $1,988,828 in 1919. 

The Mutual Trust has just been 
licensed in Massachusetts and is now 
doing business in 11 states. It has been 
operating in Connecticut for some time 
and last year wrote $3,000,000 in that 
state. The dividend schedule has been 
increased 50 percent as of May 1. The 
Mutual Trust Life has always been a 
big dividend payer and has shown a low 
net cost to policyholders. It is one of 
the strong, aggressive western com- 
panies. 


John Hancock Appointments 
The John Hancock Mutual has ap- 
pointed the following field supervisors: 
John P. J. Kidney, George A. Weatherby, 
Harry J. Koops, John E., Frost, Edgar C. 
West, Jr., and James Gilchrist. It has 
appointed Harry S. Phipps as supervisor 
of agency investigations. Clifford S&S. 
Jones has been made supervisor of 

agency accounts. ; 


Federal Life in Texas 


The Dallas, Tex., office of the Fed- 
eral Life is now occupying one-half of 
the 15th floor of the Praetorian build- 
ing. Ben Thorp is the Texas manager 
of this company. 

This agency now numbers 240 agents 
throughout the state. In 1920 they 
wrote $150,000 in accident and health 
premiums and nearly $6,000,000 of life 
insurance. The January business of the 


The admitted assets now | 


| company in Texas for 1921 shows an 





increase over January of last year. 
R. F. Short is agency supervisor and E. 
V. Thorp is assistant manager. There is 
also a branch office at San Antonio in 
charge of C. L. Murrie and one in 
Houston in charge of H. G. Bayles. 


Prudential Leaders 


. A. Foehl of New York City led 
the Prudential’s ordinary managers last 
year for business. Van Vliet & Keer of 
New Jersey were second, J. Herzberg & 
Son of Milwaukee were third, A. C. Wil- 
liamson of Pennsylvania was fourth, C. 
R. Fooshe of Missouri was fifth, M. B. 
Carpenter of Minnesota was sixth. 


Michigan Mutual a Member 


At the regular meeting of the Asso- 
ciation of Life Insurance Presidents, 
the Michigan Mutual Life of Detroit 
Was unanimously elected to member- 
ship. The association now consists of 
48 companies. 


Charles Wright’s New Post 


Charles Wright has been appointed 
agency manager for the International 
Life & Trust of Moline, Ill. He has 
been connected with the American Na- 
tional Life at Burlington, Ia., and later 
\.as associated with the State Life of 
Des Moines. 


Postal Life Figures 


The Postal Life, which gets all its 
business through the mail and has no 
ugents, wrote in new business last vear 
$4,700,000. Its insurance in force is 
041,800,000. Group insurance in force 
is $2,178,700; assets, $9,970,464; capital 
$100,000, and net surplus, $140,765. 
New premiums last year were $151,456 
and its total premium income, $1,366,- 
079. It paid policyholders $1,124,728. 


Mrs, Mae Heck Dorn, who has been in 
charge of the application department of 
the Old Colony Life at its home office in 
Chicago, has been made manager of the 
women’s department which has_ been 
opened at 415 Old Colony Life Building. 
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COLUMBIA LIFE CONVENTION 





Cincinnati Company Had Its Leading 
Agents in for a Two Days’ Busi- 
ness Conference 





The Columbia Life of Cincinnati held 
a two days’ agency convention at the 
home office on Thursday and Friday of 
iast week, winding up with a banquet at 
the Business Men’s Club Friday night. 
‘The company has rounded out its most 
successful year under the presidency of 
Sumner M. Cross and is now reaching 
out for a higher volume of business for 
1921 than it has previously written. 

At the banquet President Cross pre- 
sided as toastmaster and was very 
happy in his address and introductions 
of the speakers. The principal address 
of the evening was given by Dr. Charles 
Weber, vice-president and one of the 
organizers of the company eighteen 
years ago, who detailed the early his- 
tory and trials of the company, paying 
a deserved tribute to the founder, Dr. 
Felix G. Cross, father of the present 
president. About fifty agents attended 
the dinner, which was followed by an 
elaborate vaudeville entertainment got- 
ten up by President Cross. Two new 
directors, Robert W. Hilton, vice-presi- 
dent of the Ault-Wiborg Co., and Chas. 
S. Gingrich of the Cincinnati Milling 
Machine Co., were introduced to the 
field forces. Agent Morris Beim of Co- 
lumbus won the loving cup offered for 
the best production of the last two 
months of the year. 


New Canadian Company 

The Ontario Equitable Life & Ac- 
cident of Waterloo, Ont., has now be- 
gun business, its authorized capital 
being $2,000,000, $630,560 which has 
been subscribed. The company reports 
paid-in capital of $63,056, surplus $64,- 
400. It will write life, accident and 
health on the non-participating plan. 
Sydney C. Tweed is president and man- 
aging director. 


Amicable Life’s Figures 

The Amicable Life of Waco, Texas, 
in its new statement shows assets $3,- 
£99,232; gain, 10.1 percent; capital 
stock $820,000; surplus, $752,150; policy- 
holder’s surplus, $1,572,150; insurance 
in force, $18,182,309; new business, $3, 
402,905; gain 140.9 percent. The gain 
in insurance in force $2,622,972. The 
premium income last year was 594,334, 
gain 17.5 percent. The total income 
was $860,769. 





Oklahoma May Exempt Reserves 


The lower house of the Oklahoma 
legislature has under consideration a 
bill that would exempt legal reserves of 
life insurance companies from taxation. 
The bill is regarded with favor, al- 
though final action has not yet been 
taken on the measure. 


A. S. Doerr 


A. S. Doerr of Doerr & Wittliff, gen- 
eral agents of the Southland Life at 
Dallas, Tex., has discontinued his con- 
nection with that agency and goes to 
San Antonio to operate a_ general 
agency of the Southland with A. D. 
Rogers. Before entering the general 
agency ranks Mr. Doerr was an exec- 
— at the home office of the South- 
and. 

H. A. Wittliff will remain in charge 
of the Dallas agency. 





Hold Meeting at Milwaukee 

Twenty-five agents of the Prudential, 
ordinary department, gathered in Mil- 
waukee this week for an annual confer- 
ence under the chairmanship of Joseph 
Hertzberg & Son. John H. Birkett, as- 
Sistant secretary of the company, and 
Edward Andrae, manager of the group 
department, were among the home office 
officials present. 





J. P. Sullivan, manager of agencies of 
the Great State Life of Wichita, Kan., 
reports that his company is making fine 
B04 Ie to It ——- the year bb ae ng 
J ree an s now writing at the 
rate of $300,000 per month. - 


LIFE INSURANCE BY 
STATES 





| TEXAS 











Name— New business In force 
Amicable Life ...$ 3,452,944 $16,928,912 
American Life Re. 5,117,897 6,288,600 
Fort Worth Life. 4,068,579 14,814,692 
Great So. Life.... 20,414,805 79,139,402 
. 27,995,191 64 

87 
1 








State Mut. Mass.. 1,260,800 
United Life & Acc. 98,000 


Southland Life . 493,264 
Southwest, Life .. 33,161,301 ,733,111 
SO BUD ssccses 8,323,500 8,155,863 
Unit. Fid. Life.... 282,000 282,000 
i —_—_—— | 
FLORIDA 
lt — -_ 4 
Name— New business In force 
Mut. Benefit Life.$ 1,807,172 $ 6,823,221 
Pacific Mut. Life. . 3,078,331 5,672,696 
Pan-Amer. Life .. 1,025,450 1,956,165 
Reserve Loan Life 258,124 673,133 
So. States Life... 1,546,642 5,199,831 
State Life, Ind. 148,488 1,139,727 
Union Cent. Life. 1,750,012 6,917,578 
] 

V RGINIA | 
= = — / 
Virginia 
Name— New business In force 

Life Ins. Co. of Va.— 
i e6060en00 ks $ 7,505,268 $26,340,865 
Dh the eenannen 4,398,557 32,152,077 
Metropolitan Life— 
jaar 11,214,586 44,582,446 
een 9,247,867 41,571,094 
Mut. Benefit Life. 5,790,981 33,326,506 
aa > 
VERMONT 
it ___ : {| 
Name— New business In force 
Metrop. Life— 
RE shui toe ihs itt $ 3,316,410 $14,290,696 
a arr 124,450 244,250 
errr rt 3,325,347 13,118,531 
Mut, Life of N. Y. 1,244,771 6,798,683 
Phoenix Mut. Life 3,863 2,799,619 
» 
7 











WEST VIRGINIA 














___| 
New 
Business In Force 
Columbus Mut. Life.. $51,000 $250,659 
National Life, Vt.... 1,556,933 5,920,994 


State Life, Ind. ..... 648,975 3,229.073 
Western & Southern. 1,100,000 1,790,090 


J. A. Kirtland 

J. A. Kirtland of McMinnville, Ore., has 
been appointed general agent of the 
Montana Life of Helena for western Ore- 
gon. It is probable that he will move 
his headquarters to Portland. He is a 
most capable life insurance man, and it 
is quite probable that he will develop 
the business of his company on a large 
scale in his new territory. E. E. Brown, 
a special agent for the company at Bill- 
ings, has been transferred to the west- 
ern Oregon agency and will be asso- 
ciated with Mr. Kirtland. 


Ten Million for Dividends 


The Metropolitan Life has set aside 
some $10,000,000 for policyholders’ divi- 
dends in 1921. The new schedules are 
not yet out. 


Business Is Strong 
The New York Life’s new business 
in January was over $5,500,000 greater 
than it was in December. This is an 


Life Notes 


The Chicago National Life, with office 
in the Century Building, Chicago, has not 
yet commenced to write insurance. Its 
statement at the time it was examined 
by the Illinois insurance department as 
of Nov. 6, 1920, showed assets of 
$178,125. 

Ralph Li Cooley, manager of the life 
department of Cravens, Dargan & Rob- 
erts of Houston, Tex., general agents of 
the Northwestern National Life, who re- 
cently resigned, has not yet decided on 
a future connection. He expects be- 
tween now and March to reach a de- 
cision. 

Howard F. Dunham, formerly of Vice- 
President Faxon’s office, Aetna Life, has 
been elected a representative to the 
Connecticut legislature. Mr. Dunham 
has introduced a bill for clean advertis- 
ing which has attracted considerable at- 
tention. 








indication of how the wind is blowing. | 





WANTED 


A General Agent for Cincinnati 


By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 
Look up the record of this Company, then write the 


Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 








ARE YOU THE MAN? 


A liberal General Agent’s contract for the state of South 
Dakota with a progressive Northwestern Life Company. 
A first-class opening for an aggressive man of integrity and 
ability. 





Address 82-Z, The National Underwriter 
Chicago, Illinois 











nsurance Company 


OF DES MOINES, |OWA 


JAS, H, JAMISON, President 
NEW and up to date policy contracts, REAL SERVICE to Policyholders and Agents, 


NOT SO BIG to lose sight of individual agents, and_ big enough to serve its Agency and Policy- 
holders satisfactorily. SOME GOOD territory in IOWA and SOUTH DAKOTA open for Agents, 


W ANTED District Managers Thee -— 


BY 
THE GEM CITY LIFE INSURANCE CO. 
OF DAYTON, OHIO 


Write the Home Office for further particulars. Here's an opportunity for e 
good man to get in on the ground floor with a progressive 
young Ohio company 




















FLOURISHING EXPANDING 
PROGRESSIVE EVERYWHERE 


THE BANKERS RESERVE 
LIFE COMPANY 


We are keeping pace with the wonderful impulse which 
life insurance now feels and we are placing men 
who are buiiding solidly for the future. 





Business in Force, $50,000,000.00 
Assets, Nearly $9,000,000.00 
Monthly Production, about $2,000,000.00 





A few openings available only to Managers and General 
Agents competent to Produce Results. 


Telegraph or write— 


The Bankers Reserve Life Company 


ROBERT L. ROBISON, President JAMES R. FARNEY, Vice-President 
WALTER G. PRESTON, Vice-President RAY C. WAGNER, Secretary-Treasurer 


Home Office: Omaha, Nebraska 























| A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson’s “‘Easy Lessons in Life Insurance.” $1.00, including Quiz Book supplement. The 
| National Underwriter, 1362 Insurance Exchange. Chicago ° 
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EFFECTS ON PROFITS 








Some of the Influences That Have 
Tended to Hold Down Life 
Company Refunds 


MUTUAL TRUST 


LIFE INSURANCE 
COMPANY 


INSURANCE IN FORCE $70,000,000 
ere: Terre ret $ 6,000,000 


J. S. Hale, actuary of the Northwestern 
National, in commenting on the decision 
of the company to continue the 1920 divi- 
dend scale for the first six months of 
1921, and to declare dividends annually 
thereafter, brings out some interesting 
points. He says: 

“Heretofore, we have made our divi- 
dend distribution for one year from Jan- 
uary first each year, based on estimates 
of the profits of the company for the 
year, made in October or November. 
These estimates have been carefully made 
and have proved to be sufficiently accu- 
rate for the purpose. An upset in the 
“dope” might, however, occur at any time. 
Suppose, for instance, the influenza epi- 
demic had started a little later in 1918. 
We could easily have distributed $350,000 
of unearned profits in the way of divi- 
dends and reduced our surplus accord- 
ingly. All things considered, we deem 
it the wiser, safer course to declare our 
| dividends after the votes are all in and 
| counted and we know exactly what our 
| profits have been and from what sources 





FULL LEVEL PREMIUM RESERVES 


Youngest Company in America to Discard Preliminary Term Valuations 


HAS BEEN ADMITTED TO MASSACHUSETTS 


CAN QUALIFY ANYWHERE 


OPERATES IN 11 STATES AND WILL ENTER 
MONTANA, IDAHO AND OREGON THIS YEAR 


IF YOU WANT TO GROW apnpress 


HOME OFFICE—30 N. LA SALLE ST., CHICAGO, ILL. 




















M. E. O'BRIEN, Pres. 


‘*THE COMPANY OF SERVICE’’ JAMES D. BATY, Sec. & Treas. 


The Detroit Life Insurance Company 


FOREST AND WOODWARD AVES., DETROIT, MICHIGAN 


PYRAMIDS OF SUCCESS: Insurance in Force 
December 31, 1911 ‘ ‘ . $1,729,970.00 
December 31, 1913 ; .  $4,051,150.00 


December 31, 1915 ‘ $7,199,500.00 
December 31, 1917 . $11,750,811.00 


Dec. 31, 1920 . $22,034,966.00 


A fine opportunity for live agents 
to associate with a rapidly pro- 
gressing company. 








' 
| 
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ONLY RURAL OLD LINE COMPANY 


THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 


WILLARD E. KING, Vice President and Manager of Agencies 





Low participating rates; doubl indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


FRANCIS F. McGINNIS, President, General Counsel and Founder 


We are writing at the rate of six millions a year and have a particularly attractive proposition for 
men with clean records who can deliver the goods—as General, State or District Agents 


FRANKLIN A. BENSON, Secretary and Superintendent of Agents 





Home Office: 

















Standard Life Insurance Company 


BAY CITY, MICHIGAN 


HOME OFFICE, DECATUR, ILLINOIS 


All we ask is an opportunity to show to Address the Company at once tor agency con- 
the up-to-date Agent either part time or poids Page ot Phas eae ie allowance 
whole time that we have the best proposi- Company operates in Michigan, lows, Illinois 
tion and opportunities for his future success. Nebraska, Kansas, Oklahoma, Missouri and Indiana 


Approximately $35,000,000 insurance in force. 











CLAUDE T. TUCK, Seeretary 


THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medical Director 
Occidental Building 


CENTURY LIFE INSURANCE CO., inpianapocis 


Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 
All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de 
of Indiana who believe in the ability of the management to partments of life insurance work. 
build « real life insurance company. 
We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency-— 


Tell us where you want to work 








ow came. Hence the change to July 
rst. 

“The maintenance of the 1920 dividend 
scale is cause for congratulation. A re- 
turn of the influenza in the early months 
of the year caused a considerable excess 
mortality, but happily it didn’t last long 
and, except for two months, the last 
three-quarters of the year have been very 
favorable. November, contrary to the 
usual custom, showed the lowest mortality 
of any month in the year. The first three 
months, however, make the year’s mor- 
tality somewhat higher than we should 
normally expect. 


New Business Costs Money 


“A second disturbing factor has been 
the large volume of new business which, 
as we all know, costs money and takes 
a portion of the year’s profits. We could 
have taken steps to curtail production 
either by allotment of a maximum to each 
agency or by stiffening up in our selec- 
tion. Instead, we gave every advantage to 
our old producers and merely refrained 
from opening new territory or taking on 
new men. As a result, we will pay for 
and absorb in the neighborhood of fifty- 
three million of new business including 
some nine million of group insurance. 
The third “profit-eater” is the money 
stringency which came in the fall and 
definitely curtailed collections. Your 
farmers’ notes, which have always been 
good when the crop came in and en- 
abled you to clean up your balances, 
are to a large extent uncollectible and 
as such items are not admissible in our 
statement the assets are correspond- 
ingly reduced. 

“Now, the encouraging thing about 
the situation is that in the face of an 
excess mortality, a volume of new busi- 
ness out of proportion to the amount 
in force, and an unhealthy collection 
condition, the company shows an earn- 
ing capacity sufficiently strong to jus- 
tify the continuation of the 1920 scale 
with something left over for surplus. 
What, then, of the future? The last 
eight months have shown that such a 
large proportion of recently selected 
business will surely result in a very 
favorable mortality. With one hundred 
and thirty-five million in force we can 
much more readily assimilate an equal 
amount of business this year with less 
strain on our profits. The money 
stringency is at best a temporary con- 
dition which we should not have to face 
at the end of the year.” 


Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 





We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 
JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 




















